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And this trademark deserves its reputation. The high stand- 
ard of value for which it stands has been maintained through 
times of stress. Every shoe stamped Queen Quality is built 
to give perfect fit, correct style and the enduring satisfac- 
tion of fine quality in materials and workmanship. 
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0 
To the women of America the Queen Quality trademark I 

means real shoe value. To Queen Quality dealers it means 
the assurance of satisfied customers. Proof of this is evidenced : 
by the heavy consumer demand which has resulted in a 
most unusual dealer acceptance. 
l 
] 










PAREE 
aveiirniat oy Only a line produced by the world’s largest shoe manu- 
Pc page facturers could sustain the uniform standard of value that 
kid. Queen Quality can claim. Successful dealers have learned 
the advantages of capitalizing on this value in terms of 


quicker sales, less mark-downs and greater profits. 























A national advertising campaign in Harper’s Bazaar, Ladies’ 
Home Journal, Woman’s Home Companion and Delineator 
keeps the significance of the Queen Quality trademark be- 
fore the eyes of the public. 
















BARRYMORE 


A tailored pump reflect- 
ing fashion’s favorite 
vogue for classic simplicity 
of line and trim. 


A dependable In-Stock Department gives rapid service. 
QUEEN QUALITY SHOE COMPANY »° ST. LOUIS, MO. 


Branch of International Shoe Company 





TO RETAIL AT 


6° and pe bh 


Deluxe Models to 


$950 





GARLAND PLANET 


A spectator tie for tailor- Distinctive in design and 
ed wear, attractively em- trim is this T-strap combin- 
ploying a self trim in an ing suede and kid ina 
effective design. novel and graceful pattern. 
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~The VOICE of the TRADE 


Mawille Kaufmann 


of Sommer & Kaufmann, San 
Francisco, says: 

“Business now requires a de- 
gree of co-operation and under- 
standing between competitors 
never before attempted. The six- 
hour day, the minimum wage 
law, the retailers’ sales tax, unem- 
ployment insurance, and old age 


lV woe 
DT CAN GUM ¢.} 
THE WORKS) ay 


pensions are just a very few of 
the serious problems which should 
be discussed and analyzed as to 
their ultimate consequences on our 
American business structure. Her- 
bert J. Tily says, ‘We must form 
trade associations and govern our- 
selves or we will be subjected to 
laws by legislators who know 
nothing of our business.’ Our 
business, as shoe retailers, requires 
our unflagging attention not only 
to these general problems, but 
also to the specific vexations 
which are peculiar to retailing in 
general and to shoe retailing in 
particular. 

“For business to continue to 
function successfully during these 
hectic, yet exciting days of con- 
stant fundamental governmental 
and economic changes, it must 
arm itself with data and informa- 
tion, develop for itself a broader 
vision and nobler ideals, under- 
stand the interdependence of busi- 
ness and politics and keep pace in 








its thinking with the implications 
of new experiments in govern- 
ment throughout the world.” 


% = 4 


Edvend Calvin, 


a sophomore at Harvard—son of 
Ed. Calvin, of the Bearfoot Sole 
Company, Boston, showed real 
foot work in the recent Harvard- 
Yale track meet for he won three 
“firsts,” topping the field in the 
100, 220 and broad jump. Veter- 
ans of the cinder path acclaim this 
an unusual feat and fail to recall 
any one athlete in recent years 
making such a showing. 


* * x 


Ficse international 
air traveler of the industry—is 
the title given to Dr. William M. 
Scholl, who returned to his Chi- 
cago headquarters to bring back 
to the Century of Progress a busi- 
ness achievement encircling South 
America. 


ae 


yy pa IS BACK 


From Miami, Florida, he flew 
to Havana, Cuba. On to Cris- 
tobal, Canal Zone, Santa Elena in 
Ecuador, Lima, Peru, Antofa- 
gasta—then along the East coast 
to Montevideo, Uruguay, Porto 
Algere, Rio de Janeiro, Brazil, 
Bahia, Fortaleza, Para, Port of 
Spain, Trinidad, San Juan in Por- 
to Rico—back to Miami and home- 
ward to Chicago. 
During the entire 








trip, Dr. 





Scholl made appointments to meet 
agents and travelers at air ports 
—met all schedules—finished busi- 
ness matters at each stop, taking 
from three to five days—the long- 
est stop being at Buenos Aires for 
seven days. He made quick ar- 
rangements, sales meetings, busi- 
ness conferences, inaugurated new 
plans, co-operation methods, ad- 
vertising ideas, fulfilling his mis- 
sion to his entire satisfaction, he 
stated. 


1K ae * 





Frank 1. Dorr 


of Raymond’s, Boston—a famous 
“most for the money” store—tells 
the public: 


“THE DAMNABLE SWEAT-SHOP 
and SWEAT-SHOP GOODS are the 
greatest curses which the depression 
opened the way for. 

“Human Misery was and now is be- 
ing capitalized and exploited by ob- 
jects in apparent human form, but do 
not seem to belong to the human race. 

“Merchants who knowingly buy 
Sweat-shop products and offer them 
(usually mixed with other goods) to 
the unsuspecting public are no better 
and no more human than the producer. 

“More than a year and a half ago, 
when this state of affairs was [first 
brought to public attention, every 
Buyer in the Oil Fule Stoar was strict- 
ly and severely instructed that under 
no circumstance or condition—to meet 
competition or otherwise—should he 
buy one piece of the unsavory rubbish; 
neither should he buy any of the 
foreign rubbers or shoes produced by 
labor receiving a few pennies a day, 
and dumped in here at prices which 
would take the bread out of our work- 
ers’ mouths. 
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“At nearly every meeting of our Buy- 

ers since the initial instructions were 
given, the subject has been brought up 
and forcibly emphasized that great 
care should be taken that none of these 
goods find their way into this store. 
Our Buyers have been careful —al- 
though the temptation might have been 
great, when they knew competitors 
were using many of these products. 
But, they stuck to their manhood, and 
so far as the writer knows, not one 
piece of Sweat-shop rubbish, shoes or 
rubbers from abroad, have ever been 
offered in this store. 

“I saw a statement sometime ago 
from a certain store, stating all their 
mechandise was produced under healthy 
normal conditions—all of which every- 
one knew was true, knowing the store 
making the statement would never 
lower its dignity or self-respect to such 
abominable methods. Now, let others 
come forward with a statement dis- 
claiming any and all uses by purchase, 
sale or otherwise of such so-called mer- 
chandise. Kumon now, speak up—the 
public have a right to know, and ‘an 
honest man has naught to fear.’ ” 


oe ot * 


A. H. Geuting, 
president of the National Shoe Re- 
tailers Association, says: 

“In all games and _ sports, 
through evolution and constant 
practices, regulations have been 
made that make for fair play, and 
reward the most skillful. There is 
no lack of initiative in this kind 
of regulation. The mediocre as 
well as the most masterful play 
with the same rules. Boxing, 
wrestling, golf, football and base- 
ball all have their regulations and 
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rules, and these rules have teeth 
in them. No ruthless short-cuts 
or opportunism are permitted. 

“Tt is on this basis that business 
should be conducted if it is to 
survive, and if it is to be of the 
greatest advantage to the great- 
est number of our people. Our 
chaotic condition in industry to- 
day is due entirely to the fact-that 
the old theory of laissez-faire has 
not been lived down. The new 
philosophy of business, which the 
Industrial Bill is endeavoring to 
express, as I understand it at 
least, is to get order and regula- 
tion in business, such as we have 
in our sports.” 
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GOOD SIGNS 


—Of course things can be better than they 
are right now; but it’s certainly encour- 
aging to realize how much better they 
are today than was the case several 
months ago. 

—The United Business Service presents the 
following facts: 

—Steel activity is up 150 per cent since 
the end of March. 

—Carloadings are up 30 per cent from 
December low. 

—Electric power output is ahead of a 
year ago. 

—Automobile output is running ahead 
of last year. 

—Staple commodities such as wheat, 
cotton, sugar, hogs, show an average 
gain of 46 per cent from the lows of 
February. 

—And, we add, shoe and leather prices are 
measurably higher than they were last 
seasor. 

—Courage and confidence have replaced 
fear and hesitation. Business men are 
buying ahead and planning ahead. 

—A return of prosperity is assured if we all 
keep our heads and build on a foundation 
of fact and not fancy. 


Secs 6 TEE 


President. 





Avthur E. Ebbs, 
St. Louis, 1934, N. S. R. A. con- 
vention chairman, has called the 
St. Louis shoe men together to 
formulate the general committee, 
to handle the details of the con- 
vention to be held in St. Louis, 
January 7, 8, 9, 10. The leading 
shoe men have agreed to accept 
positions as chairmen of the vari- 
ous committees. The working 
committees have been completed 
and preliminary work is expected 
to start during the late summer. 
In addition to Arthur E. Ebbs, 
the following shoe men have been 
appointed chairmen of commit- 
tees :—Exhibit and Hotel Commit- 
tee—W. B. Huette, Jr., Huette 
Shoe Co.; Publicity Committee— 
Charles E. Williams, C. E. Will!- 
iams Shoe Co.; Entertainment 
Committee—Al. J. Pauly, Stix 
Baer & Fuller D. G. Co.; Program 
Committee—Harold E. Underhill, 
Scruggs-Vandervoort & Barney 
D. G. Co.; Style Committee— 
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Marcus Rice, Famous-Barr Co.: 
Registration Committee — Paul 
Berwald, Senack Shoe Co. Co- 
operating with the St. Louis con- 
vention group is a committee 
appointed by the St. Louis shoe 
manufacturers of which E. |. 
Bland, of Peters Shoe Co., is 


chairman. 
* Ok Ox 


, F. Anderson, 


secretary of the New England 
Shoe and Leather Association 
says: 

“Practically every department 
of the allied leather and footwear 
industries throughout this section 
is giving serious attention to the 
pending Federal Industrial Re- 
covery and Control legislation, 
final action on which is expected 
during the next two or thrce 
weeks. 

“The New England Shoe and 
Leather Association, from its 
headquarters, 166 Essex Strect, 
Boston, is serving as a clearing- 
house of information on this sub- 
juct, for the benefit of the kindred 
trades, and already has assisted in 
organizing several units that have 
not heretofore been united. 

“Never in the history of Ameri- 
can industry has there been so 
much interest manifested in a 
pending piece of national legisla- 
tion, and every trade seems anxious 


vel HAVE To 





to be on its toes in anticipation oi 
the final enactment of the law and 
the appointment of a National Ad- 
ministrator. 

“In some quarters the advice is 
being given to promptly organize, 
but tg go a bit slow on the definite 
formulation of codes of ethics 
until the bill is finally passed by 
Congress, inasmuch as there cai 
be no official knowledge of the 
exact requirements of the govern- 
ment until this is accomplished.” 


* * OX 


Watch both 
leather and shoe quotations prett) 
carefully, warns F. E. Symonds 
men’s shoe buyer for the Jas 
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McCreery & Co. store in New 
York. Summer promotions are 
coming along and the customers, 
as a whole, have been led to ex- 
pect higher prices will prevail. An 
honest, truthful statement on the 
price situation will bring in more 
customers to a store than will wild 
statements which convey the in- 
formation that $10.00 shoes are 
to be had for $4.95. A promo- 
tion based on quality merchandise, 
plu: a reasonable guarantee of cor- 
rec: fitting, at a fair price, sounds 
logical to a consumer—that is, 
cusiomers who are desirable assets 


to « store. 
* ok Ok 


Boston proposes 
a slogan for its shoe week—July 
10, 11 and 12. Window cards are 
recommended for every store. 
Here’s the slogan: “THIS IS NA- 
TIONAL SHOE AND LEATH- 
ER BUSINESS RECOVERY 
WEEK. BUY LIBERALLY, 
BUY WISELY, BUY QUAL- 
ITY! SUPPORT OUR PRESI- 
DENT.” 

The Boston Shoe Fair, which 
was formerly a local promotion, 
is now made a national “new 
deal.” Shoe manufacturers in 
parts of the United States other 
than New England, whose par- 
ticipation as exhibitors it has here- 
tofore been impossible to provide 
for, are now eligible and are cor- 
dially invited. 

x * * 


Regulation 
of business by trade associations 
is old stuff, though some say it’s 
something new in industry and 
politics. It has been tried before. 
For instance, back in the early 
days, the General Court of Massa- 
chusetts Bay Colony enacted this 
law, which, in some ways, is very 
like the new legislation that’s stir- 
ring up the shoe trade at this 
moment :— 

“Upon the petition of the shoe- 
makers of Boston, and upon con- 
sideration of the complaint which 
has been made of the damage done 
which the country sustains by oc- 
casion of bad ware made by some 
of the trade, for redress hereof :— 
“It is ordered, and the Court 














doth hereby grant liberty and 
power to Richard Webb, John 
Everall, Robert Turner, Edmund 
Jackson and the rest of the shoe- 
makers inhabiting, and housekeep- 
ing, in the town of Boston, or the 
greater number of them (upon 
due notice being given to the rest) 
to assemble and meet together in 
Boston at such time, and times, as 
they may appoint :— 

“Upon being so assembled, they, 
or the greater number of them, 
shall have power to choose a 
master and two wardens, and four 
or six associates, a clerk, a sealer, 
a searcher, and a beadle and such 
other officers as they may find 
necessary, and these officers shall 
have power to make orders for the 
well governing of their company 
in the managing of their trade, 
and all affairs thereunto belong- 
ing, and to annex reasonable penal- 
ties for breach of the same. 

“Any party who shall use the 
trade of shoemakers, not being 
properly approved by the officers 
of the Company, shall be sup- 
pressed.” 

So said the law. It was the duty 
of the beadle to do the suppressing, 
whatever that might have been, 
and also, to collect the fines, and it 
was the duty of the searcher to 
seek out the guilty rascals who 
chiseled prices, or skun shoes, and 
it was the duty of the master to 
tell them to do so. 

And the Court reserved to itself 
the right to punish the Company, 
or its members, if they failed to 
pay just wages, or if they “en- 
hanced the price of shoes whereby 
people suffer.” 





“Ever since he found them new shoes, he just won’t seem to associate with us!” 
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A law with teeth in it, without 
a doubt, but long ago forgotten, 
and now comes Congress with 
more of the same. 


* * * 


[. S. Forbstein, 


shoe merchandiser for the “Out- 
let,” Providence, R. I., says: 

“Too many buyers lost their 
sense of quality. That’s why cus- 
tomers drift. Shoe departments 
and stores which have a firm foun- 
dation of established lines are on 
a paying basis today. There is 
one thing no manufacturer has 
been able to accomplish—the mak- 
ing of cheap shoes so they will 
give high-priced comfort. 

“Shoe merchandising today is 
not seeing how cheap goods may 
be bought. It is seeing how well 
they can be sold. A person can 
put on a cheap hat, a cheap shirt, 
but put a cheap shoe on a person 
whose feet are accustomed to good 
ones, and the feet are wrecked.” 


* * * 


F. H. Figsby 
of Ernst & Ernst, accountants, 
says: 

“If wages can be raised by 
agreement within a trade or in- 
dustry and if additional agree- 
ments can be reached to pass the 
cost of the higher wages along 
to the consuming public, then one 
step will have been taken towards 
checking the downward spiral of 
business and toward stabilizing 
business at a level that will hold 
satisfactory profits.” 
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These are types of shoes 
which will begin to filter into your stocks in the next 
few weeks. Shoes to sell for travel. The advance 
guard of Fall fashions. Shoes to tie in with the 
costumes which are being worn now, but with a Fall 
flavor which gives them the new appeal. 

The girl in the photograph directly above wears a 
typical mid-season costume. Gray woolen. One of 
these new “Eel gray” shades which will figure so 
importantly in the Autumn picture. With it she wears 
a brown kid pump with Java lizard tip. The orna- 
ment on the throat—braided leather—is typical of the 
new tricky fastenings and buckles. 
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Highlights 


for 


Midseason 
Selling 


When the Advance 

Guard of Fall Fashions 

Begin to Appear in 
the Shoe Store 


In the photograph at the top of the page we see « 
number of the new ideas which are being advancec 
for Fall. The first shoe at the left is a typical tongue- 
less kid oxford. This tendency to build the shoe up 
over the instep and yet lighten it with cut-outs is one 
of the best notes to play for the early season. In the 
next oxford, note how the lace stay repeats, in re- 
verse, the design of the tip. Contrasting stitching ac- 
cents this line and serves to lighten a shoe that might 
otherwise be heavy. Many of the new Fall shoes 
show this idea—the carrying down of the lace sta 
into the vamp of the shoe, shortening its effect on 


the foot. 










7, 1933 
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The third shoe is the famous “spat shoe,” developed 
here in black and gray kid. These spat ideas should be 
brought out early when lightweight woolen dresses and 
suits are being worn. The graceful perforated scroll in 


| the next shoe shows that punched effects have not yet 
> outlived their usefulness, provided that new designs can 


be found to keep them new and fresh. The Sabot strap 


detail in the next shoe is another characteristic high-riding 


effect for Fall. Sunburst tucking gives a new slant to 
this Spring’s favorite fashion of tucked shoes. This, 
again, is an idea with too many possibilities in its develop- 
ment to be finished—just yet! 

The last two shoes show two other versions of the early 
Fall oxford—the side lace and the gypsy seam. Note in 
the last shoe the little tabs at the ends of the lacings. 
There is a lot of style interest in lacings—all the way 
through from the design of the lace stay to the tab on the 
end of the lace itself. . 
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* * * 





The bag made of a plastic material 
is the news in handbags right now. “Plastic,” of course, 
means any one of the celluloid family now so widely used 
for bottle tops and all kinds of gadgets. 

In light colors the plastic bag is very popular for Sum- 
mer, because it washes off easily with a damp cloth. In 
darker colors, the shiny surface ties in nicely with mid- 
season clothes. With the first Fall dress, for instance, 
which by all the signs is often going to be a wool and 
shiny satin combination. With the first Fall shoe, too, 
in which the same dull and shiny idea will also be featured. 


* 





The two costumes at the right show 
the two most important fabrics of the Summer season. . . 
and there is still plenty of Summer selling to be done. 
The first is the piqué suit which, together with linen, will 
take the center of ready-to-wear selling through June and 
July. 

You cannot play linen and piqué shoes too hard. You 
can’t say too much about them or display them too often. 
Because of their close connection with ready-to-wear 
fashion, they are outstanding. 

In the second photograph we see the “string” outfit in 
that very, very pale beige that is characteristic of twine. 
This is higher fashion than piqué or linen—high fashion 
enough, we believe, to carry on for another season. The 
best shoes to go with “string” outfits are one of two ma- 
terials—leather in the palest shade of beige or mesh fab- 
rics with a “stringy” feeling. 

Offering something new and different in the way of style 
at the time when Summer shoes are beginning to lose their 
appeal is one way of keeping up the volume of sales and 
maintaining a good profit average. For new styles can 
be sold at regular markup during the clearance sale period, 
thereby making up in a measure for markdown losses. 
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Feature Camp and Play Footwear for Sune: 


How a Boys’ Shoe Department 


a selling boys’ shoes, 
we always keep in mind that the future of 
our men’s shoe department depends on how 
well we promote boys’ shoes now. In other 
words, the boy who today is brought into our 
store by his mother will in a few years be 
doing his own buying, and we want him to 
be sure to come to us then, so we try very 
hard to please the boy as well as the mother. 

The boy’s prime interest is in style, the 
mother being interested more in fit and serv- 
ice. We, therefore, must combine all these 
requisites in one shoe. We stock style shoes, 
as well as staples in a complete range of widths 
and sizes. Our boy’s sport shoes run from 
A to D width. Not in every style, of course, 
but sufficient to insure a proper fit. Our shoe 
fitters are experienced men who understand 
the importance of getting young feet started 
right. Whenever a sale is made by an extra 
salesman on a peak selling day, the fit is al- 
ways checked by one of our regular shoe men. 

We maintain a basic stock of staple’ boys’ 
shoes at all times, making regular use of our 
manufacturers’ in-stock service. High style 
lines are also carried but are cleaned up every 
season. Following this plan allows us to be 
able to show the boy new patterns and lasts 
every year. This idea of always showing new 
styles for boys does much to develop new 
trade and hold old customers. We gather up 
many new friends because the boy finally re- 
belled at some other store trying to sell him 
a pair of that “same old kind.” 

In advertising our boys’ shoes, we use di- 
rect mail, windows and newspaper space. We 
are very enthusiastic over our results from 
direct mail to boys. They certainly like to re- 
ceive mail from their shoe-man downtown, 
and we always personally sign any mail we 
send our boys. We use this method to an- 
nounce the arrival of new merchandise, and 
also to tell about clearances. Our mailing 
list for boys’ shoes goes only to actual cus- 
tomers. We find this more profitable and de- 
pendable than sending messages to “cold” 
prospects, and mostly our medium is a one 


_ os 


For the boy who wants to dress up a bit, the 
black and white leather sole sport oxford illus- 
trated at the top is a staple number. 


Leather and fibre soled ventilated shoes are fast 
growing in favor with boys. This year will see 


“an increased demand. The middle shoe is a 


favored pattern. 
@ 


Leather play shoes in both high cuts and oxfords 

appeal to both young and the more mature boys, 

especially those who go camping. Lower cut 
shows the popular type. 
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By DAVID LEWIS, Chas. H. Bear & Co., York, Pa. 


Can Build Up Your Men's Trade 


wil 


Rubber soled ventilated moccasins like that illus- 

trated at the top give the boys that foot free- 

dom and comfort that they like so well during 
the warm season. 


Moccasin oxfords are a staple number. They are 

used as a Scout shoe and also make a wonderful 

school shoe. Moccasins are comfortable and 
boys like them. 


Additional strength and sturdiness has been 

added to the canvas rubber footwear so popular 

with boys at this time of year. A popular style 
is shown in the lower illustration. 


cent government post card. We use our win- 
dows and newspapers for new customers but 
our direct mail we use to hold our old custom- 
ers. Many stores make the mistake of spend- 
ing all their advertising allowance for new 
trade and doing nothing to hold the old trade. 

Recently the boys’ clothing department was 
relocated. Now it adjoins our shoe depart- 
ment. This makes an ideal arrangement for 
both these sections, and we are able to help 
each other very much. It gives us a real op- 
portunity to sell related items by suggestions. 
For instance, if a mother buys the boy a 
snappy sport ensemble, it is not hard at all 
to complete the sale with a pair of sport shoes. 
Also, if a camp suit or play suit is bought, a 
suggestion of a pair of camp moccasins or 
canvas footwear is very much in order. All 
boys’ clothing displays in the windows or in- 
side the store are accompanied by shoes that 
harmonize. Also, whenever shoe customers 
come in we always suggest some appropriate 
item in our boys’ clothing section. The im- 
mense value of selling by suggestion is hard 
to estimate, and I am sure it would be worth 
while for any shoeman to give it a real trial. 


W. have been able to maintain 
our sales rather well during July and August 
by featuring camp and play footwear very 
strongly. We are agents for Official Boy 
Scout footwear. Last Summer, we had our 
entire range of scout styles on display at the 
Canteen at the scout camp which netted us 
some worthwhile sales and much free pub- 
licity. The official moccasin oxford is quite 
a staple number with us, and makes a won- 
derful school shoe. 

We talk sports to boys. If I mention swim- 
ming and the boy is more interested in base- 
ball, he soon lets me know. This gives me 
an opportunity to give him one of our hand- 
books on Sports and Games, prepared by our 
maker of canvas footwear. He is usually very 

[TURN TO PAGE 37, PLEASE] 
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; Moccasin type shoes for little girls T 
in smoked elk, tan and white, are a 
popular play shoes. Foot freedom h 
and durability are the principal . 
selling points. 
Style in footwear is no les; 
: important to little girls, growing girls and junior bin 
SS misses than it is to the most fastidious debutante, — ™ 
: who insists that her footwear wardrobe be replete for 
with the styles of the moment, according to Miss fas 
M. Downey, manager and buyer of the children’s the 
shoe department of James McCreery & Co., New the, 
York. = 
“This is especially true,” said Miss Downey, “in A 
our junior misses’ section, where we carry patterns tat 
styled after the shoes sold in the women’s depart- - 
ment, with the exception that they carry the lower do 
junior heel.” yo 
The interest manifested in fashion in junior = 
misses’ shoes can best be appreciated by observing 
how closely the trend follows that of women’s shoes. * 
The young girls who buy their shoes at McCreery’s * 
prefer for summer, all-over white, in a variation of be 
patterns and materials, so acceptable in shoes for 
older sister or mother. . : 
8 


P ° P . - Ge, 2. . 
Pigskin, kid and calf in all-over white‘and in com- 





The one-strap, patent 
leather slipper continues to 
hold its prestige, as the 
accepted party shoe for 
little girls. For summer wear 
white is frequently substi- 
tuted. 


The sport oxford is the choice of 
the growing girl who prefers her 
heels slightly higher: Brown and 
white and smoked elk and tan are 
especially selected for their style 
appeal. 
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Service and Quality, Plus Style 
: | Says Miss M. Downey 


Buyer and Manager Children’s Shoe Department 
James McCreery & Co., New York 









The ghillie tennis shoe, widely 










ittle gi 

= +l adopted as a general outdoor shoe, 
freedom has won instant acceptance by 
Principal smart young girls who prefer flat 






heels and an athletic appearance. 
A plug oxford in calfskin, similarly 
built. is proving popular. 










10 less 
junior 
Itante, 
eplete 

Miss 
dren’s 


New 






bination with fabrics, are preferred by the young 
miss. Broad T-straps, sandal types, four-eyelet ox- 
fords and the ghillie tie run the complete gamut of 
fashion in the 31-2 to 9 size run. Popular with 
the junior miss this season is the four-eyelet ghillie 
tie, with crepe sole and fabric upper. It has been 
an outstanding shoe in the selling, priced at $1.95. 
A plug oxford in white calf, with crepe sole, re- 
tailing at $2.95, proved another big shoe in the de- 
mand. The practical wearing features for out- | 












y, “Sn 






‘terns 











part- 

se door service give an unusual appeal to the shoe, and 
young girls are delighted with the jaunty sports at- 

tnior mosphere of the pattern. 

ving Sports shoes for young girls in brown and white 

hoes. and smoked elk and tan are especially good in the 

pry’s selling and are mentioned by Miss Downey as 






being outstanding types appealing to young girls. 
Careful styling is an important factor in building 
business in a junior misses’ department. The young- 
sters, especially in this advanced age, are nearly as 
[TURN TO PAGE 37, PLEASE] 
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The girl grows older and 
her footwear must have the 
style features of shoes worn 
by older sister or mother. 
This broad T-strap sandal in 
white pig is a duplication 
of the style vogue in 
women’s footwear. 


am- 












A four-eyelet oxford in white 
kid and fabric is another adap- 
tation in the trend of women’s 
= Summer shoes. Designed to 


ee 

ee iy emulate the style tastes of 
LY, ‘y 

Belew. 



















: older women, the junior miss 
x expresses favor for this footwear 
mode. 
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One of the most significant new trends in children’s shoes retailing is the increasing acceptance of the idea that juvenile footwear must 
be sold to the boy or girl as well as to the parent. Hundreds of departments have been rearranged and redecorated, after the pictorial 
manner shown in the above photo of the M. E. Blatt department, Atlantic City, to provide an environment interesting to the children. 


Make a Profit on Every Line 


That's One Secret of Success in Mer- 
chandising a Juvenile Shoe Department 


By JULIUS BERNSTEIN 


Shoe Buyer, M. E. Blatt Co., Atlantic City 


To get additional business for the children’s depart- 


Pes conditions are made to 
order for the retail shoe merchant who offers out- 
standing values and who capitalizes on the fitting re- 
sources of his stock. Even though the break from 
the depression has come, people are spending their 
dollars carefully. Even the most conservative are 
obliged to invest in the real necessities of life. When 
they buy shoes for their kiddies’ feet, they insist on 
getting their full value in style, comfort and quality. 
More than ever before we retail shoe men must pre- 
sent our selling message to the public. Done right, 
this will result in added prestige and steady sales for 
the store. 

When I first checked in this store ten months ago 
I watched the markups, markdowns and lost sales. 
The annual amount of children’s shoe businesg done 
«et me thinking, as it was far from what a store of 
this type in a city of this size should do. After con- 
siderable discussion with myself pro and con I came 
to the conclusion that there was only one way out. 


ment a definite, positive plan was worked out. ‘This 
prevented any flopping around and was rigidly ad- 
hered to. 

After this plan was standardized my first job was 
to go to the market and look for the proper values in 
branded merchandise. A good branded line, well 
known and that had the backing of a good in-stock 
department was sought. Many branded lines were 
reviewed in the possible field that would suit my 
trade in both value, price and properly fitting shoes. 

A branded name, I’ve always found, is a wonder- 
fully good asset in establishing a shoe department 
that needs quick jerking up. 

What was done in this department during the past 
eight months may sound like it was written by Baron 
Munchausen, but the fact of the case is that a year 
ago the stock was not evenly balanced, in that the 
department did not have what customers wanted. 

[TURN TO PAGE 36, PLEASE] 
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CIRCUS 
for the 


KIDDIES 


Here is one of the most 
unusual of the many novel children’s shoe depart- 
ments that have been installed in the past few years. 


It is in Paul’s Boot Shop, at 2312 East Seventy-first . 


Street, Chicago, in the heart of the most exclusive 
South Shore section. This store carries one of the 
finest and most complete lines of children’s shoes in 
the city, also a complete line of corrective and ortho- 
pedic footwear for children in sizes AAAA to D. 
This attractive studio shop was opened four years 
ago, with a floor space 18 by 20 feet. Changes in 
the building, which was remodeled last year, made it 
possible for Paul Fine, the president of the firm, to 
get an additional 50 feet of floor space. Taking ad- 








vantage of this opportunity he remodeled and en- 
larged the store, making it one of the most novel of 
its kind in the country. The women’s shop, shown 
in the photograph at the top of the page, is at the 
front of the store, and is finished i: Mission green 
textone in an attractive modernistic design. Behind 
it is the juvenile section, a close-up view of which is 
given in the photograph below. 

Mr. Fine makes a specialty of fitting children’s 
feet correctly. Every pair of shoes is sold with an 
X-ray fitting. The result of this policy of careful 
and painstaking service is that his store now attracts 
customers, not only from the immediate vicinity but 
from all parts of Chicago. 

[TURN TO PAGE 38, PLEASE] 


No expense has been spared in 
making this novel Chicago chil- 
dren’s department of interest to 
boys and girls. Acting on the 
theory that all children are in- 
stinctively fond of animals, the 
zoo and the circus, Paul Fine, the 
proprietor, created an environment 
as realistic as he could make it, 
and a trip to this store is as inter- 
esting to the children as an after- 
noon at the zoo. Naturally, they 
are eager to return, when the time 
comes to buy another pair of 
shoes. Besides, they tell the other 
children about it, and thus the 
fame and patronage of Mr. Fine’s 
unusual store increases. 
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Retailing Remains Free Field for Action 


Retailing will be the field of 
free action now, since the Industrial Recovery Bill 
contains the licensing feature. If we are to have 
Federal partnership in industry, it means broad and 
mandatory powers in the field of manufacture. 
The compulsory feature of the law is the govern- 
ment’s only weapon to see to it that the code is 
enforced. 

Without the licensing feature, any code of busi- 
ness practice would be simply just another resolu- 
tion. Every industry has had experiences with 
trade resolutions where the promise to perform is 
optional and in most cases worth only the paper 
it is printed on. 

But this new partnership with government is an 
exceedingly serious obligation on the part of both 
to bring order and direction into industry ; to bring 
decision into industry ; and to bring common opera- 
tive efficiency into the industry. The Industrial 
Control plan will undoubtedly be safeguarded so 
that great industrial interests will not be in the 
saddle and so able to strike at the small industry 
and the small establishment. 

The breaking down of the Anti-Trust laws is 
something we need not worry much about in the 
shoe industry. The perishable character of the 
product and the fact that millions of pairs of one 
number are impossible in footwear show the licens- 
ing system will not materially check individuality 
in a product so diversified as footwear. 

But the licensing feature of the bill will put teeth 
in the code. If any units of the trade are unwilling 
to come in, then the compulsory feature of the law 
operates. In that event, the government will re- 
quire that each unit in that industry must take out 
a license. The minute that is made obligatory, the 
recalcitrant few will be brought into line. 

Sweat shop conditions have been mainly respon- 
sible for inspiring the control of industry as a whole 
through the licensing plan. It is not alone low 


wages, however, nor sweat shop conditions that 
may subject a unit of industry first to licensing and 
then to a loss of a license. A common level of 
efficiency will be asked of all shoe factories. This 
will necessitate common methods of cost account- 
ing. ; 

When a manufacturer is forced by law to set a 
selling price at a point covering cost of doing busi- 
ness and a profit, he is automatically joining with 
fellow shoe manufacturers in purifying selling 
practice. A merchant will, even though he pays a 
higher price, know that it is the general fair price 
of his industry. He will know that no other re- 
tailer, or groups of retailers, is getting shoes at a 
price out of line with his own—volume considered. 

What will then be of paramount importance? 
First selection, and second, service. When there 
is little competition, or fear of competition on price, 
there is the possibility of true competition through 
right selection and through right service. Both of 
those important factors in every sale have a com- 
plete field of freedom. 


As we said in last week's 
editorial, alert retailers everywhere have already 
started the forces of improvement. They have said 
—from now on “the truth, the whole truth and 
nothing but the truth.” The public demands it. 
The public is better served with it. The merchant 
is ready for co-operative competition. 

The shoe man will fight other industries for the 
public’s dollar so more shoes will be bought be- 
cause, by so doing, he increases the entire business 
of shoes and profits himself as well. The merchant 
sees a purchasing power re-created in his cus- 
tomers through the possibility of fair wage scales 
and fair working hours and a fair deal to everyone. 
It may seem too altruistic but if we are going into 

[TURN TO PAGE 39, PLEASE| 
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——— Bpstinctive materials that add 
he finishing touch to fashion- 
able summer costumes. 


IN STOCK—AAAA to C 


| White Pique T-Strap Sandal, 
et built over 1681 Lost, 16/8 


ata > LouisHeel. $2.6 


: Opera No, 820 

aid White Pique Seamless Pump, 
built over 1881 Last, 18/8 

ind LouisHeel. $2.50 


THE SHOE ReTaILeErR, June 17, 1933 


Fashion's pendulum has swung definitely 
toward Fabric Shoes for Midsummer 
wear and the newest, smartest and most 
popular of all shoe fabrics are Pique 
and Angelo Filette. As usual, Dyer & 
Hall is first with the newest. Your 


-stock is incomplete without these up-to- 


the-minute Dyer & Hall popular priced 
Fabric Styles. The demand for them is 
great, so mail your order today and 
avoid disappointment. 


IN STOCK 


AAAA to C 


Write for Complete Catalog of Dyer & Hall 
Summer Styles 


DYER & HALL 


INCORPORATED 


AUBURN 


Smart! 


Patterns that reflect the latest 
tendencies in styled footwear 


for summer. 


IN STOCK—AAAA to C 


Maloa No. 818 
White Pique T-Strap Sandal, 
built over 1985 Last, 19/8 
Louis Heel. 
No. 821—As above except 
White Crepe. $2.65 


" Maloa No. 822 
Pastel Blue Angelo Filette 
T-Strap Sandal, built over 
1985 Last, 19/8 Louis Heel. 
$2.65 


No. 824—As above except 
Pastel Beige, No. 823—As 
above except Pastel Red. 
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for Children’s 
Vacation Shoe 
Business 
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Promoting Correct Shoes During Vacation, Plus Plans to Win and 
Hold the Children's Interest, Will Help to Beat the 
Summer Slump! 


ELL PARENTS: ‘Don’t let the 

health-building benefits of vacation 
days be discounted by improper or poorly 
fitted shoes.” 

Then have a contest, or picnic, or free 
gifts to get the personal interest of the 
youngsters. 

Together, you’ll have a combination that 
will sell children’s shoes and make friends 
for your store. 

On the following page are four ideas for 
interesting children. Each can be changed 
and elaborated upon to meet your particu- 
lar circumstances and facilities. 

The desire to include as many definite ad 
helps and ideas as possible in the available 
space made it necessary to omit details that 
you can readily add when rearranging 
the plans or copy to fit your promotion 
program. 





FREE EXAMINATION 
OF CHILDREN’S FEET 


We have made a serious study of children’s feet. 
We know most of their ailments, and how to help 
them. We know how normal feet can be kept health- 
ful. We will gladly make a free examination of your 
child’s feet, without any obligation to you. Such an 
examination may save a great deal of future trouble, or 
correct conditions that do their harm before you dis- 


cover them. 
STORE NAME 














Summer Freedom for Growing Feet 


On the go all day—every day—outdoors absorbing sum- 
mer sunshine and fresh air—with activity strengthening 
growing bodies in the best possible way. 

Be sure their feet have all the support, protection and 
comfort they need, so that your child shall never experi- 
ence those unsuspected foot ills that quickly make a young- 
ster feel too tired to play. 


Don’t Trust Their Feet to Pick-Me-Ups! 


Don’t let the lure of a bargain counter price tempt you 
to risk your child’s feet to save a few pennies! The bones 
of youthful feet harden very slowly—before they are “set” 
they yield to the forcing of improper shoes, and become de- 
formed if pressure persists. Proper shoes, correctly fitted, 
may cost a few cents more—but they protect the only pair 
of feet a child will ever have. 


Off to Camp and Country 


Moccasins make the best play shoes—they make a child 
sure-footed and graceful. Store name moccasins (and bare- 
foot sandals) are made to give the support and guidance 
so essential to the development of poise and graceful carriage 
in later years. Made to wear, too. They’re made of tan elk 
or elk finish leather that stands much hard service. 


Light, Cool, Protective; Sneakers and Sandals 


These summertime play shoes are fashioned with all the 
care given to our heavier shoes. They give growing feet 
the relaxation and ventilation they should have in warm 
weather, plus the support and comfort always so essential 
to proper foot-development. 


Vacation Time Is Build-Up Time 


Sunshine—fresh air—action—all doing their part to build 
strong healthful bodies. How earnestly you endeavor to 
have your children build up during the summer montis! 
How essential to have shoes that hold all the foot bones in 
proper position, yet allow freedom for normal, healthy 
growth! (Store name) shoes will help your child to greater 
health and happiness—to enjoy day-long strength—building 
activity without undue fatigue. 
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APPEAL 
em 


‘In these days when your profits come 

hard it may look like “easy money” to 
play with the lure of price. Consider 
what the president of the N.S.R.A. 
says—“A larger sale of quality mer- 
chandise will produce an increase in 
the dollar unit of sale which is the 
most essential thing at this time to 
ensure dealers a profit.” That cannot 
be denied. While the consumer is ex- 
periencing an economy urge his ears 
are open to your helpful suggestions. 
' He should be told that true economy 
lies in buying serviceability. Caution 
is advisable in seeking sales on price. 
Boldness is commendable when the 
objective is greater dollar volume 
based on quality. 


This chart represents a side 
of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the 
whole side. 








— 


SELL DRESS, SPORT AND HEAVY-DUTY SHOES 
WITH KISTLER ‘‘BENCH-BRAND’’ LEATHER SOLES 


Kistler “BENCH BRAND” Sole Leather is not ordinary cattle 
hide slipped along speedily through strong tanning solutions. 
It starts with the best hides on the hoof and time is taken to 
make it durable, moisture-resisting and kind. to the feet. Your 
time will be well spent if you see the salesmen showing dress, 
sport and heavy-duty shoes carrying Kistler “BENCH BRAND” 
Leather Soles. Don’t pay the penalty of poor sole leather. 











LEATHER COMPANY 


FOUNDED 1840 


 BOSTON:MASS: | 
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BOYS AND GIRLS—Don’t Miss Our 


JUNIOR CUSTOMERS’ 
PICNIC 


at one o’clock—at (name of place) 
(day and date ) 


There will be FREE ICE CREAM—and races with 
prizes—and entertainment features. 


STOP in at the store and 
GET YOUR FREE TICKET 


Every boy or girl who wears store name shoes 
will receive a ticket for one adult and one child. 
In case of rain, the picnic will be held the next 
clear day (except Saturday or Sunday). Be sure 
to stop in for your ticket—come and have a lot 
of fun at our Junior Customer’s Picnic. 


Note: New customers (children) who buy shoes between 


now and (date of picnic) will be given their tickets when 
purchases are made. 


STORE NAME 














BOYS! GIRLS! HERE'S NEWS! 
Win a Prize in. 
STORE NAME’S 
AD WRITING CONTEST 


Open to every boy and girl of school age in 
(town name) and vicinity who registers at our 
store before (day and date). 


Write an ad, telling why children’s feet need as 
much or more attention during vacation time: 
and why (store name) shoes meet the require- 
ments of active feet. If you wish, talk it over 
with our Mr. Blank at the time you register as 
a contestant. 


FIRST PRIZE—$10 
SECOND PRIZE—$5.00 
($2.00 will be paid for each ad used 
in the newspapers) 


Make a layout if you wish—but neither elaborate layout 
or cut-work are necessary. Write on one side of the 
paper only. Judges decisions will be final. Contest 
closes (day and date) and winners announced (date). 


STORE NAME 

















Boys ! Girls ! 
EARN EXTRA MONEY! 


We will give you a cash commission of 
10c on each dollar spent by N E W cus- 
tomers for children’s shoes that you bring 
to our store during JUNE. We will give 
you a cash commission of 5c on each dol- 
lar spent by REGULAR customers for our 
children’s shoes that you bring to our 
Store during JUNE. (We consider a cus- 
tomer who has purchased shoes here 
within a year as regular. ) 


For example—if a NEW CUSTOMER you 
bring in spends $10.00 for children’s shoes, 
you would make $1.00. 


Get busy NOW! Talk it over with your friends; speak 
to their parents. Start making money today! If you want 
to know more about (Store name) shoes for Children, 
stop in and let us tell you about them. 


STORE NAME 

















BOYS! 


We're giving a 
BASEBALL 
FREE 


With each pair of boy’s Wr 
canvas sneakers or shoes Dy, } 
bought here during June. 


IP 
GIRLS! Ww 
We're giving a 
JUMPING ROPE \ 
FREE \ 


With each pair of girl’s 
canvas sneakers or shoes 
bought here during June. 






ps 
/ 


(Store Name) Shoes for boys and girls are of good 
quality at moderate prices the special FREE GIFTS are 
offered to encourage you to get your vacation shoes early, 
so you'll be ‘all ready for a grand and glorious Summer. 


STORE NAME 
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1 The GOODYEAR LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH 
MACHINE — MODEL O 


GOODYEAR 
LOCKSTITCH 


GOODYEAR attaches the sole to 
the welt on the outside of the shoe 











The 


LOCKSTITCH 


seam for Sole Attaching is the seam of 


quality. It has stood the test of time. 


There are two outstanding lockstitch 


seams now in use on modern footwear. 
Dot 


2 The LITTLEWAY LOCKSTITCH 











Dot 


LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 
commonly used on footwear 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











A/C SOLE STITCHING MACHINE 
— MODEL C 


LITTLEWAY 
LOCKSTITCH 


*\ 
Y, 


VI. 


LITTLEWAY attaches the sole, upper 
and insole on the inside of the shoe 
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Summer is vacation time for kiddies and the shoe merchant’s best opportunity to sell play shoes, of which there are a great variety on the 




















market this season. 


Here is an unusually effective children’s shoe window display by Best & Co., Fifth Avenue, New York. 


Play Up Vacation Footwear 


in July e 


So many Summer activities reach 
their climax in the month of July that the window 
display man should have little difficulty in planning a 
striking series of effective displays to carry through 
the month. And July is a month in which effective 
window promotion is vitally essential, for the natural 
tendeney is for trade to sag off around the middle of 
this month. Interesting, attractive windows, timed to 
the season and reflecting the interests and activities 
of Summer, provide one of the most effective means 
by which the shoe store whose management is alert 
to every opportunity can stimulate sales in the dull 
period. 

July starts off on a Saturday, with the holiday fall- 
ing on the Tuesday following, and this long week-end 
suggests a cue for the display man to build a window 
display that will appeal to the many who will go away. 
The Fourth of July window will naturally have a 
patriotic feeling, but the selling idea should domi- 
nate and the sales approach is through the outdoor 
sports, the travel and recreation that will engage the 





Windows Should Suggest Summer Sports and Travel, 
and Show the Shoes That Folks Will Need During 


Vacation Time 


interests of great numbers of people during the week- 
end and over the holiday. Red, white and blue offer 
the natural color scheme for an Independence Day 
window, and the red and blue provide a colorful con- 
trast for white footwear, which will be used in a large 
variety of styles and patterns, whether the window 
happens to be devoted to men’s or women’s shoes. 
Since so many people will make the most of the 
long week-end and holiday by going away for motor 
trips or excursions to seashore, mountain or lakeside 
resorts, the Summer travel theme can be developed 
effectively by displaying some luggage, attractive 
travel folders or possibly the colorful posters of 
steamship lines or railways. If your store is located 
in a city that has a nearby beach resort, it will be a 
good time to feature beach footwear, for millions will 
go for a swim on Saturday, Sunday and Monday. 
Here also is an extra profit opportunity, for the shoe 
store can also sell bathing caps, bathing suit bags and 
beach accessories of all sorts. 
Once the holiday is over, the display man’s problem 
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or two weeks to go fishing. 

All of these activities suggest ideas for good July 
windows. Assuming that your store will not stage 
its Summer clearance until a little later, a policy 
which the Recorper recommends especially this year 
in view of advancing prices and the stimulus to retail 
activity which prospects of industrial recovery promise 
to bring about, the Fourth of July window might 





plish a real clean-up on Summer merchandise if the 
clearance sale is properly promoted. The existing 
price situation puts an effective argument at the dis- 
posal of the retailer, for it will be a long time, in all 
probability, before prices on Summer shoes will again 
be as low as they are this year. That fact should le 
stressed in sales advertising and the clearance should 
[TURN TO PAGE 38, PLEASE] 







White shoes are most prominent in the vacation shoe picture. é This window bd McCreery, New York, showed a variety of styles in a most mand 
effective manner. The display boxes were painted in various pastel shades inside to offer a pleasing contrast. The shoes in front were energ 
ranged on a grass mat, giving a pleasing effect of coolness. Hanging of beige homespun material furnished the background. - 
You 
is to help the store overcome the Summer sales inertia, well be followed up immediately after the holiday = 
and his procedure will be influenced largely by the with a vacation window, giving another punch to - 
merchandising policy of the store. There are two white and sport shoes, as well as ventilated patterns ticul 
ways of combating consumer sales resistance in mid- and the various specialties mentioned above. Outdoor bey 
summer. One way is slash prices and hold a clear- sports and recreations should form the background bun 
ance sale soon after the Fourth. Another, and prob- theme for this vacation promotion. Illustrations of a 
ably the better way, in view of the prevailing trend in sport scenes and action figures can be used to excellent wh 
business and prices, is to start an aggressive sales advantage. Tennis rackets, golf clubs and other itek 
campaign to carry through the time when the store sports paraphernalia may be introduced for atmos- * 
decides to stage its sale. The kind of windows which phere. Marine backgrounds are excellent to suggest col 
the display man must provide for the balance of July Summer coolness and convey vacation feeling. Out- rie 
will depend upon which of these two possible mer- door scenes, which can easily be reproduced by using im 
chandising policies is adopted. grass mats and appropriate backgrounds, are highly toes ¢ 
effective for vacation windows. B.. 
July meshes the beginning of Around the middle of July, many shoe stores will te 
j the Summer vacation season and the opportunity to begin their Summer clearance sales. What mn 0 = 
f sell all sorts of shoes for vacation wear and Summer window displays will be most ere = pameng 
a travel. It is the time to push white shoes, ventilated OV # successful mid-summer sale? There salle pe 
types, Summer sports shoes of all kinds, children’s much of a tendency, we believe, to take the line of a 
: vacation and play shoes, beach footwear, tennis and least aerate in- clearance sale arnenere and i red 
golf shoes, slippers for Summer travel, everything pend entirely on the lure of ae instead of intro- 7 
ak dhe tedll Sdicendbitiien, a ‘enna tail anid ae ducing really constructive sales ideas to supplement 
make the most of his or her vacation, whether that the er appeal. ; : 
may mean a Summer at the seashore, a motor trip This year there is an added opportunity to accom- F 
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Quick RELIEF Assured 


When your feet hurt you hurt all over. 
Your vitality isn’t equal to the daily de- 
mands of your work, because your nervous 
energy is consumed too rapidly. No won- 
der you are “used up” each day, half-sick, 
nervous and irritable. 

You can stop all this suffering at once 
and at very small cost by going to your 
drug, department or shoe store and 
asking for the Dr. Scholl Appliance or 
Remedy made especially for your par- 
ticular foot ailment. 

Remember, there is a Dr. Scholl Remedy 
for every foot trouble—corns, callouses, 
bunions, weak or fallen arches, flat-foot, 
rheumatic foot or leg pains, hammer toe, 
Morton’s toe, crooked toes, ingrown nails, 
swollen or weak ankles, sore heels, tired, 
aching, sore, tender or burning feet, 
itching feet and toes, “Athlete’s Foot, 

odorous feet, excessive perspiration, etc. 


CORNS—SORE TOES 


Dr. Scholl’s Zino-pads instantly ff j 
relieve pain and quickly remove FF 
corns. These thin, soothing, heal- 
ing, protective pads end the cause 
—keep you rid of corns; heal sore 
toes overnight; prevent blisters. 


SORE HOT FEET 


Dr, Scholl’s Foot Balm relieves 
pain;cools, rests and heals tender, 
tired, aching, burning feet. Pro- 
motes foot health. Removes foot 
odors. Gives you delightful ease 
and comfort. 35¢, 75¢ jars. 


FOOT STRAIN 


Dr. Scholl’s Arch Binder gives 

k relief from burning, aching, 
tired feeling in feet and legs. Takes 
off all strain on muscles; holds 
bones in position. Worn invisibly 
with any kind of shoes. $1 pair. 


Df Scholl: 


FOOT APPLIANCES and REMEDIES 


’ This annual nation-wide event 

AT EOMEORT takes place June 17 to 24 in- 
clusive at all the leading Shoe, 

uid Department and Drug Stores. 


If you have any foot trouble, by all means see your 
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Make This Advertising 










DF Scholl’s Foot Comfort Week 


81 


Pay You PROFITS! 


ALES producing advertising in America’s 

leading publications during Dr.Scholl’s Foot 
Comfort Week is creating an unprecedented 
demand in your vicinity for foot comfort. This 
means added prestige, more sales and increased 
profits for you if you identify your store with 
this intensive, nation-wide drive. 


Millions of foot sufferers in every section of the United 
States are reading these Foot Comfort Week Advertise- 
ments, every one of whom can use one or more of DR. 
SCHOLL FOOT COMFORTS—they have foot trouble 
and want relief, through the application of Dr. Scholl’s 
Arch Supports, Zino-pads, Bunion Reducers, Solvex, Foot 
Balm, etc. Each sale means a satisfied customer and a 
handsome profit for you. 


This FOOT COMFORT WEEK advertising does more 
than create a demand for DR. SCHOLL’S AIDS FOR 
THE FEET— it will actually lead shoe customers into your 
store. This is the largest advertising campaign and by far 
the most complete and extensive campaign ever conducted 
on Foot Comfort or any other allied health subject. 


Your Hook-up Is Simple 
Inexpensive and Definite 


An attractive window and counter display of Dr. Scholl’s 
Aids for the Feet, some local newspaper advertising and 
talking Foot Comfort to every one who comes into the 
store, will put the drive over in your store in a most profit- 
able way. Thousands of live dealers have cashed in on 
previous Foot Comfort Week drives, and as 1933 is going 
to be the “greatest ever” you cannot afford to miss the 
opportunity to cash in on it. 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago 
62 W. 14th St., New York 112 Adelaide St. E., Toronto 


JUNE 
17 to 24 
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Trade 
Gathering 


- resident A. H. Geuting of the 
National Shoe Retailers Association, has addressed 
to the retail shoe dealers of the United States the 
following official invitation urging them to attend the 
Boston Fair, to be held at Hotel Statler July 10, 11 
and 12. 

“Due to cordial cooperative arrangements with the 
New England Shoe and Leather Association, the 
annual Boston Shoe Fair, July 10, 11 and 12, will be 
conducted under the joint auspices of the New Eng- 
land Shoe and Leather Association and the National 
Shoe Retailers’ Association. 

“The great desirability of these two organizations 
working together for the benefit of the industry will 
make this a happy event, at the most opportune time 
of the year to recheck the market for Fall shoes. 

“The Boston Shoe Fair this year will be held at a 
very opportune time. There is a new philosophy in 
business to be established in this country. Business 
leadership of the country is recognizing that business 
is being menaced more and more by what might be 
termed ‘racketeering’ in every line. 

“President Roosevelt has taken the initiative to do 
away with ‘racketeering.’ He proposes to stabilize 
trrsiness on a prosperous economic and scientific basis. 

“Through legislation he is asking every line of 
business to have their trade associations establish rules 
and regulations for the proper conduct of their trade 
that will meet with the approval of the majority of 
the trade. When these regulations are accepted and 
approved by the government, they then become laws, 
and the government will step in to enforce those rules, 
and will not allow a ruthless minority to undermine 
and destroy proper practices. 

“To illustrate this new philosophy, let me remind 
you that all sports and games, such as baseball and 
football, are regulated by rules that have ‘teeth’ in 
them, rules that make for fair play and equal oppor- 
tunity. No one can ruthlessly over-ride the rules of 
sport without punishment. It is time that business be 
regulated accordingly. 

“Regulation will not take away initiative or ambi- 
tion of the individual any more than it takes away 


Boston Fair an Opportune 
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President Geuting of N.S.R.A. Calls It 
Timely Occasion to Recheck Fall Shoes 
and Initiate Recovery in Industry 


initiative in sports and games, where everyone plays 
under the same rules and the best man wins. Regula- 
tions of this character will put all business men on 
the same footing; it will give everyone an equal 
chance, and trickery, ‘racketeering’ and opportunism 
will be taboo when this new philosophy of business 
has been properly established. 


“| am satisfied that the other 
National organization of our allied industries and the 
shoe retailers will welcome.this new philosophy, be- 
cause business has run wild ard all we have in our 
business garden today are weeds. It is time to restore 
and encourage the hardy plants by good regulation. 
“We of the shoe and leather trade may well be very 
proud that we are so well organized, for it will en- 
courage us to greater cooperative effort in establish- 
ing regulations that will be wholesome for our business. 
“T am sure the N.S.R.A. will establish its pro- 
gramme for the Boston Shoe Fair around this theme. 
for it will become necessary for the shoe industry to 
take the initiative, since it is proposed that where there 
are no associations, or where no action may be taken 
by an existing association the government will step in 
and take the initiative, and it will make rules and regu- 
lations which, I am sure, could not be done so weil 
through that medium as it can be through the cooper- 
ative method of our present associations in the trade. 
“Every business man with any sense realizes that the 
conditions through which we are passing are unwar- 
ranted, that they should not have existed, and are thc 
result of our stupidity. So, something must be done 
about it. A new era of business lies before us, wit! 
more prosperity and more benefits to the ‘forgotten 
man,’ and with proper benefits for good leadership. 
“Live and let live’ will be the motto. Those who 
will not endorse this philosophy (and I am glad tv 
say they are in a great minority) will be forced to 
step in line. ‘Racketeering’ must cease, and so, Bos- 
ton may initiate a movement in the shoe trade in July 
that will mark a milestone in our industry.” 
[TURN TO PAGE 38, PLEASE | 









SP EES AIMEE TA 


ERLE ASA Patty BREN Ro 





Aeydpetiees 
CERISE: 


NIE CS at A WG RRs 


PRL i 


sy aoa 
Pes an 


Ban 


ise eod eo 


(nv ite: Sera Min ORD 


ite BRON 


2 cjunaacsazuamn ist 










s It 
oes 


lays 
ula- 
. on 
qual 
ism 
1ess 


her 
the 
be- 
yur 


On. 


() 


O 

















dt hous A 





 itsSeckenbdcae dois aie 














SURPASS 


































The entire universe is drumming .. . pounding 
... quivering... trying to jar us apart. Sound 
and vibration beat down and almost stun _ us. 
The walls seem to close in, the ceiling to close 
upon us. We are in the Glazing Room of the 
Surpass Leather Company, following our lot of 
skins in the last of the actual production proc- 
esses through which they go. 

When we recover enough to look around us, 
we are surprised to find that quite in contrast 
with the incessant din, there is not the slightest 
bedlam or confusion. Down the length of an 
immense room that covers more than an acre 
of ground, four long rows of heavily built, 
heavily braced, Glazing Machines, face us— 
noisily at work, 

These machines are of two types, differing in 
the character of their duties—‘side,” and “‘finish- 
ing.” Both types use solid glass cylinders as 
burnishing tools with which to hammer down 
and slide swiftly over the skin. These cylinders, 
5% in. long and 2% in. thick when new, are 
made of a heavy, frosted glass (periodically 
re-frosted to maintain their burnishing power) 
and are so worn by their constant sliding on 
leather that when they are discarded after three 
years of service they have lost a full inch in 
their diameter. 





To the “side machines,” soft, freshly seasoned 
skins are brought for their first lustre. Then 
they are sent back for a reapplication of season- 
ing and again put through a “side” machine. 
And then, after going through a speciai Surpass 
process, the skins come to the “finishing’’ ma- 
chines (built to work under a slightly greater 
strain and to produce a richer brilliance) for the 
final glaze and when a skin leaves the 
“finisher” it has that lustrous, impeccable sheen 
characteristic of Surpass Glazed Kid—or a 
“sorter” returns it for more attention. 

Every skin could be glazed under identical 
conditions, with a resulting difference that might 
at first be scarcely visible. But because the life 
and the perfection of a glazed skin requires a 
different pressure for a different weight and 
texture of skin, ‘Machine Fixers’’ constantly 
circulate among the machines, adjusting and 
readjusting their pressures to care for the differ- 
ent types of skins going through them. In acidi- 
tion, twenty sorters are maintained who do 
nothing all day long but examine, and pass on 
each skin after each of the glazing processes. 
As in all of the other Surpass divisions, produc- 
tion in this Department is keyed primarily to 
producing precise, exact work. 





No 1 3 of a series of pen and camera sketches in a modern tannery, tracing the 
4 


successive operations in the conversion of raw goatskin into Glazed Kid. 





Black and colored glazed hid for 
outside stock and linings (also gen- 
uine Kangaroo) can be obtained 
from Surpass in any grade and 
of standard unvarying quality 
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to 25 Cents, with Practically No Price Resistance on the 
Part of Retailers—Sentiment of Merchants Keenly Opti- 
mistic, with Live Interest in State and National Recovery Mea- 


‘sures—Melville Kaufmann Elected President of Association 


-~— lr lO 


Libs Angeles, June 13— 
Despite unsettled market conditions and reported 
price increases from 10 to 25 cents in manufacturers’ 
lines, California shoe retailers gathered here for a 
three-days convention, the first in three years, ex- 
pressed a feeling of business optimism and keen 
interest in the Industrial Recovery Bill as well as 
California’s own parallel measure, known as_ the 
Fair Trades Act, which carries with it a penalty for 
selling merchandise below cost. 

The merchants passed a resolution endorsing those 
parts of the Federal proposal authorizing trade asso- 
ciations to set up regulatory machinery and adopt a 
code of fair practice, and supported the National 
Shoe Retailers Association in its efforts to work out 
for the shoe retail industry in general similar fair 
practice codes. Resolutions pledging the association 
to have a membership sufficiently representative so 
that it may truly speak for the general retail shoe 
business in California and resolving that the associa- 
tion endorse the suggestion to work out for itself, 
always avoiding conflict with the national associa- 
tion, codes and agreements covering sales below cost, 
regulation of credits and returns, secret rebates, 
fraudulent practices, price cutting, defamation of 
competitors, hours of work, wage rates, clearance 
sales, action against recalcitrants were also adopted. 

The value of coordinating with new governmental 
requirements such as the Wagner Bill, was well aired 
in open forum discussion led by Melville Kaufmann, 
convention chairman and the new state president. 
This discussion disclosed the general trend of the con; 
vention toward consideration of legislative matters 


Brisk Buying 


Manufacturers’ Lines at California Convention Up from 10 
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Advancing Prices Induce 


MELVILLE KAUFMANN 


and the trade association as an important factor 
business conduct today, a subject which was al.) 
emphasized in a message from A. H. Geuting, 1) 

tional president, and by Paul A. Jesberg, retirin- 
state president, who urged shoe retailers to cooperai« 
and organize themselves for the purpose of execu! 
ing the provisions of the national recovery bill as we!! 
as California’s Fair Trades Act. Partnership wit! 
the government, it was brought out in discussions. 
means the dawn of a new business day, the passin 
oof ruthless competition, and if all trade association 
work out codes of fair competition and practice the 
correct interpretation will have been placed on the 
bill and Federal agencies will not have to step in an 
assume control. 

Besides Mr. Kaufmann, other officers elected were: 
First vice-president, James I. McGiffen, Los Angele: : 
second vice-president, Charles Kushing, Oakland: 
secretary and treasurer, Harry Gibson, San Fran- 
cisco. 

The convention opened with an address of we’- 
come by Harry L. Harper, vice-president of the Los 
Angeles Chamber of Commerce. The morning sc-- 
sion was concluded by a luncheon program wi’ 
Herman Nater, vice-president, Bank of Americ, 
speaking on the financial situation, and Ellic't 
[TURN TO PAGE 49, PLEASE | 
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Free Shines Win Customers 
for Pasadena Store 


RECORDER 
SHOE KETAILEK, June 17, 1935 


L cecning from the operator 
fa gasoline filling station that a free windshield 
leaning service was appreciated by customers more 
than any other one thing, E. B. Peers determined 
that if lic ever had a shoe store of his own he would 
vive a free shine service to all his customers. That 
was about four years ago, when cleaning windshields 
as not so common as it is now. 

Peers iater opened the Peers Shoe Company store 
at 255 East Colorado Street, Pasadena, and has main- 
tained the free shine service ever since. 

“The service has been worth more to me than all 
the newspaper advertising I have done,” says Mr. 
Peers. “/very person who comes in and sits down 
has the privilege of a shoe shine. We do not ask 
anyone i! he wants a shoe shine, we just do it while 
he is trying on new shoes. More than that, every 
customer here, whether buying shoes at that particu- 
lar time or not, is entitled to the service. You just 
can’t get out of here with a pair of dull shoes on. 

“This makes a splendid impression on the person 
who has come in for the first time. He remembers 
the store and if he goes out shopping around and 
fails to get what he wants, he invariably comes back 
to this store. 

“I do not hesitate to say that 60 per cent of the 
girls working in offices and stores within two blocks 
of us are our customers. The free shine service is 
the thing that brings them. 

“It brings us a large number of high school and 
junior college students. These young people usually 
have chums, and chums will listen to one another. 
The student given the free shine service invariably 
brings in with her another student or two. Our 
clientele of students is increasing all the time. 

“The plan has also brought us a large number of 
iurses as customers and built up our sales on white 
shoes, both office and duty shoes. We have a big 
business in such shoes the year around. 
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MADE TO INDIVIDUAL 
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THE ANSWER TO 


SHU-MILK 


AMERICA'S LARGEST SELL- 
ING WHITE SHOE CLEANER 


Backed by a Giant National News- 

paper Advertising Campaign. 108 

Newspapers Reaching 73,628,527 
People 


1933-The Biggest White Year! 


STOCK NOW 
Display and Push 


SHU - MILK 


Make Higher-Than- 
Average Profits 
With Quick Repeats 


PRICE: $1.75 
per doz. 





WALTER JANVIER, Inc. 


121 VARICK STREET 
NEW YORK, N. Y. 


National Distributors for 
SHU-MILK PRODUCTS CORP. 


ORANGE, N. J. PACKAGE (adopted 1933) 
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rofit on Every Line 


Make a P 


There were no proper sizes, so that as 
many customers were being lost as 
were being sold. With an advertised 
line which has the backing of a good 
in-stock proposition it is comparatively 
easy to have the proper sizes, widths 
and types of shoes necessary for the 
operation of a successful department 
with a small investment. 

Too many merchants view a children’s 
department with a detached sort of 
alarm, and possibly with indifference. 
It is perfectly true that children wear 
many different types of shoes. The 
girls, especially, want style and they 
want the same current styles that their 
mothers are wearing in proportionate- 
ly lower heels. This is not as compli- 
cated a matter as it may seem. It is 
all a question of merchandising. 


Problem of Salesmanship 


Some merchant friends told me that 
they have hesitated to put in a com- 
plete new line of shoes as they feared 
that they would take too great a loss 
on the present stock. Now that is not 


nearly so hard and bitter a medicine 


to take as many imagine. It is a real 
problem, however, to change policies 
and not lose one’s shirt, figuratively 
and literally. A good way to liquidate 
an old stock is to hash it all together 
immediately and fill in the missing 
sizes from the new line. During this 
immediate period it means that there 
must be some high-grade salesmanship 
and diplomacy shown by the boys and 
girls on the floor. It is almost suicidal 
to try to completely liquidate an ajd 
stock by the sale method. There is only 
one way to do a good job in this matter 
and that is to force the sale of the 
other merchandise by not buying the 
sizes and styles of the new goods until 
the others are sold. 

Price ranges, of course, will be dif- 
ferent, but it is not necessary to take 
markdowns of any great moment in 
the liquidation process. A buyer must 
know how to sell down his old stock of 
goods and not take an excessive mark- 
down. When we made the change from 
the old stock to the present one we only 
took a total markdown of 30 per cent. 
Right at the present time our markup 
will average 41 per cent, while the 
markdowns will run less than 3 per 
cent. 

In order to make a profit operating 
a children’s department at the end of 
any given period it is necessary to 
make a profit on everything sold. Every 
line must show a profit. If the mark- 
up is just at a standardized price 
which shows a legitimate profit, a de- 
partment will make a profit at the end 


[CONTINUED FROM PAGE 20] 


| of the period, provided it has the right 
| salable merchandise. 
One of the big problems in merchan- 
dising a children’s shoe department is 
| the handling of the novelty shoes in a 
| profitable manner. There is one little 
simple secret connected with that. Get 
the novelties in early and liquidate 
them at the height of the season. For 
example, if we buy 300 pairs of novel- 
ties at the beginning of the season, 
they should be in the stock by Jan. 15 
complete. White shoes have been on 
our shelves since the middle of Febru- 
ary, and you know we have sold four 
or five pairs each week as regular as 
clockwork for parties, graduations, 
| confirmations, etc. Little girls who 














live in South Jersey are in the market | 


| for white shoes quite early. 
lantic county. Our store is located 
right in the center of the town business 
district so we get very little of the re- 
sort trade in the children’s shoe de- 
partment. That bit of explanation is 
necessary to get a real picture of how 
this department is being merchandised. 

A good 60 per cent of the shoes in 
the children’s department are year- 
round staples, such as oxfords, straps 
and a few boots. The novelties will 
run about 15 per cent of the total. We 
class novelties as those shoes having a 
one season life. Ten per cent of the 
remaining children’s shoe department 
budget will be for tennis goods and 15 
per cent for the growing girls. 


Markup and Markdowns 


On novelties we work on the 42 per 
cent markup. This, with our 3 per 
cent markdowns, means that we have 
a maintained markup of 39 per cent. 
On staples we work on a 40 per cent 
markup with no markdown. There is 
no need of taking more than the 3 per 
cent markdown on novelties if the stock 
is balanced properly. Of course, know- 
ing when to liquidate so as not to take 
any losses helps, too. A great many 
buyers will have a two-tone oxford in 
one line and then buy another just a 
little bit different which will compete 
with it. This second shoe does not 
mean any more sales but it does mean 
more losses. Most stores find compe- 
tition stronger within their own walls 
than outside their own store. 

These novelties have not lost their 
edge by having them in quite early and 
their sales have showed steady, nor- 
mal increase right up to the present 
time. Very shortly we will start to 
liquidate these novelties, as it is my 
policy to liquidate at the height of a 
season. May 15 will be the height of 











There are some 60,000 people in At- 





the season for girls’ novelty shoes, | 
we start to liquidate them later the, 
will be no demand for this type , 
merchandise. 

As early as June in Atlantic (jp 
the majority of the children get ;, 
their beach footwear, and after thy 
time one cannot give away childrey, 
white shoes. Buying early and liqui. 
dating early means that one can cle 
out at a profit. Each locality, of cours 
has its different dates when certyj; 
types of goods go dead. A buyer mi 
know his stuff and know when jt i 
time to liquidate certain things in }\ 
own community. If he has this infy. 


| mation down pat he will never je fac 


with any serious markdowns. 


Merchandising of Staples 


No one needs to fear early liquid: 
tion. For example, if there should k 
some special demand for some she 
after the liquidation process it jis al. 
ways possible to jump into the marke 
and buy some promotional merchandix 
which will serve the purpose. Prom. 
tions are always in order in the middk 
of the season. One cannot buy a li 
of merechandise for promotional wor 
unless one’s stock is in good order ani 
that’s another argument for  earj 
liquidation. 

Now to consider the staples. After 
considerable study we standardized 
certain year-round merchandise, suc 
as black and brown oxfords with shari 
tips, patent oxfords, straps and a cer. 
tain percentage of high shoes which 
have a steady sale. There is not much 
hope of getting a big turnover in: 
city of our size if one attempts t 
carry a full range of sizes and widths. 
Right now the department is showing 
a three times turnover on the staple 
and a four times turnover on the nov- 
elties. The reason for this lower tum 
on the staples is due to the fact that 
we carry a complete fitting range in 
sizes and widths, while in the novelties 
we carry mostly Bs and Cs in the high- 
style shoes and As to Ds on the seni: 
novelties, 

This balanced shoe stock, as roughly 
outlined, has resulted in a sales in 
crease which is very satisfactory, 3% 
there are three times as many dollars 
rolling in from the sale of children: 
shoes right now as there was a yea! 
ago. It is well to note that where the 
children’s department was operated a! 
a loss, it now shows a good sub-tantial 
profit. 

This rejuvenated children’s §lepat': 
ment has a distinct influence on both 
the men’s and women’s shoe lepatt: 

[TURN TO PAGE 38, )LEASt! 
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| yell informed on style trends as their 
' elders. 


' ents as well as little girls. 
' lection is based upon a very sound 


F are sturdily built to endure the rough 
' wear of healthful play, rendering an 
’ excellent wearing service, which pleases 
| parents, 
' foot freedom provided by moccasin pat- 
| terns. 
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BUILD GIRLS’ $ 


Finding a constant appeal in 
high heel shoes, their interest centers 

' around shoes of this type, giving them 

' an uncanny interpretation of style, 
which they want reflected in their shoes 
with lower heels. In the 3 1-2 to 9 size 
run in McCreery’s junior misses’ de- 
partment, will be found exact duplica- 
tion of patterns featured as smart 
shoes in the women’s section. 

In smaller girls’ shoes the 8% to 3 
size run, moccasin types in brown, are 
preferred as play shoes, both by par- 

Their se- 


fundamental in that shoes of this type 


and secondly, girls like the 


There is something to the ap- 
peal that they have always been known 
as ideal outdoor shoes. 

Smoked elk, tan and white are the 
choice of colors that have the best sell- 
ing appeal. A service leather shoe in 
beige was especially pleasing to girls, 
having had its style origination last 
season when college boys and girls cre- 
ated a wide vogue for shoes of this 
character. 
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HOE BUSINESS 


[CONTINUED FROM PAGE 19] 


For dress wear the patent leather 
one-strap holds its former glory of be- 
ing the most practical of all party 
shoes. No little girl’s footwear ward- 
robe is complete, however, without a 
pair of white shoes, usually a strap 
pattern. Ornamentation is entirely 
void in patterns of this type. The tail- 
ored effect of the shoe continues to 
keep it as one of the most acceptable 
dress shoes. 

Barefoot sandals can always be de- 
pended upon to pile up their share of 
the sales volume. Being inexpensive 
and cool on girls’ feet, parents select 
them for play and beach wear. 

Encouragement is found in the re- 
port from some stores that in junior 
misses’ shoes price is not as important 
a factor as formerly. In some instances 
it is declared that this resistance has 
been practically eliminated in selling 
shoes of this type. The demand for 
better grade footwear prevails at pres- 
ent and one important buyer expressed 
the opinion that “there is more resis- 
tance selling cheaper shoes than high- 
er priced ones.” Quality and fit, plus 
service, have come back into the pic- 
ture and the emphasis being placed 
upon these merchandising principles 
enables the merchant to earn a just 
profit from his effort. 
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How a Boys’ Department Can 
Build Up Men’s Business 


[CONTINUED FROM PAGE 17] 


glad to receive this and quite often 
his appreciation is shown by the sale 
of a pair of canvas footwear sooner 
or later. All sales completed in our 
boys’ clothing section have one of these 
booklets inclosed in the package, and 
it has resulted in many sales of tennis 
shoes for us. 


Incidentally most of our business on 
this type of footwear is in the quality 
bracket, and one pair usually lasts a 
full season, whereas, the sale of a 
cheap pair of sneaks usually would 
breed dissatisfaction and hurt our de- 
partment. 


Practically all of our boys’ shoes 
have real talking features that have 
been prepared by the manufacturer 
who is interested and who cooperates 
in helping us to sell his line. This 
year we have added a popular priced 
line of boys’ shoes in which the maker 
ties up all his advertising with the 
great interest that boys now have in 
aviation. This already has opened for 
us a great field for promoting boys’ 
shoes, and has given us a lot of good 
ideas that will appeal to the boy and 
get us new business. And that is the 
life of trade. 











NURSE WHITE 
SHOE CLEANER 


Actually removes dirt—does not merely cover up 
Your customers satisfied—or money back 


THE SHOEMAN’S POLISH 
REAL PROFITS 


No cut price competition—orders from 
drug, or grocery stores not accepted 





USE THIS eeieaduen 


CAVALIER CORP.—Baltimore, Md. 
Please send me checked deal belo 


A. 3 dozen Cavalier Spec. NURSE WHITE @ $2.00 doz. plus 
B. 6 dozen Cavalier Spec. NURSE WHITE @ 2.00 doz. plus 


w through our wholesaler. 


1/3 doz. Free. 
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2/3 doz. Free and 5% discount. 


C. 12 dozen cavalier Spec. NURSE WHITE @ 2.00 doz. plus 1 1/3 doz. Free and 10% discount. 


Signed 
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The management of the Boston Shoe 
Fair is highly gratified at the general 
response that is being made to its in- 
vitation to exhibit on the part of the 
shoe manufacturers, and more than 
100 of these have definitely enrolled 
prior to June 1, establishing a new 
record for the Boston Show. Applica- 
tions up to that time for display rooms 
in the various hotels (there are nine 
of these cooperating), are as follows: 
Tolman Print, Inc., Brockton, Mass. 
Truitt Bros., Binghamton; N. Y. 
Ault-Williamson Shoe Co., Auburn, 
Maine. 

Rich-Vogel Shoe Co., Hartford, Wis- 
consin. 

Hill Bros. Co., Hudson, Mass. 

Milchen Shoe Co., Lawrence, Mass. 

Kleven Shoe Co., Spencer, Mass. 

Five-Star Shoe Co., Inc., Long Island 
City, N. Y. 

Walden & Perry, Lynn, Mass. 

John E, Lucey Shoe Co., Middleboro, 
Mass. 

Consolidated Shoe Corp., Cincinnati, 
Ohio. 

Vincent Horwitz Co., New York, N. Y. 

Comfort Sandal Mfg. Co., Long Island 
City, N. Y. 

Holmes-Terhune Co., Boston, Mass. 

C. W. Bennett, Boston, Mass. 

Municipal Shoe Co., Brooklyn, N. Y. 

Rubin Bros. Footwear, Long Island 
City, N. Y. 

Edwin Clapp & Son, East Weymouth, 
Mass. 

Southern Shoe Mfg. Co., Hagerstown, 


Lasell Shoe Co., Nashua, N. H. 
Jackson Shoe Mfg. Corp., New York, 
MGs. 


Champion Shoe Mfg. Corp., New York, 
N. Y. 

J. J. Grover Shoe Co., Stoneham, Mass. 

Leonard & Barrows, Middleboro, Mass. 

Barney, Capen & Denham, Brockton, 
Mass. 

Curtis Shoe Co., Marlboro, Mass. 

G. P. Crafts, Manchester, N. H. 

Dunbar Pattern Co., Brockton, Mass. 

Old Colony Shoe Co., Brockton, Mass. 

J. M. Connell Shoe Co., Inc., South 
Braintree, Mass. 

Conrad Shoe Co., 
Mass. 

Dodge, Bliss & Perry Co., Newbury- 
port, Mass. 

Richards & Brennan Co., Randolph, 
Mass. 

Collingwood Shoe Co., Endicott, N. Y. 

Wall-Streeter Shoe Co., North Adams, 
Mass. 

Bates Shoe Co., Webster, Mass. 

Suffolk Shoe Co., Chelsea, Mass. 

Diamond Shoe Co., Brockton, Mass. 

Plaut-Butler, Inc., Cincinnati, Ohio. 

Little Falls Felt Shoe Co., Little Falls, 
N.Y. 


North Abington, 





Joseph F. Corcoran Shoe Co., Stough- 





Boor A: 
combining THE SHOE RETAILER, June 


BOSTON FAIR AN OPPORTUNE 
TRADE GATHERING 


[CONTINUED FROM PAGE 32] 


Hartman Shoe Mfg. Co., Haverhill, 
Mass. 

United Shoe Machinery Corp., Boston. 
Mass. 

Dingley-Foss Co., Auburn, Maine. 

Arrow Shoe Co., Chelsea, Mass. 

Ansin Shoe Co., Athol, Mass. 

Boston Quality Shoe Mfg. Co., Boston, 
Mass. 

Falconer Shoe Co., Raymond, N. H. 
(Fenway Shoe Co.) 

Freeman Shoe Co., Framingham, Mass. 

Brown Co., Portland, Maine. 

Corbin, Holmes Shoe Co., Marlboro, 
Mass. 





Barr-Bloomfield Shoe Mfg. Co., Lynn, 
Mass. 
George E. Belcher 
Mass. 
Champion Shoe Mfg. Corp., New York, 
*é 


Co., Stoughton, 


Gale Shoe Mfg. Co., Manchester, N. H. 

Kimel Shoe Co., Haverhill, Mass. 

Cincinnati Shoe Co., Cincinnati, Ohio. 

Dyer & Hall, Inc., Auburn, Maine. 

Wellesley Shoe Co., Boston, Mass. 

Johnston & Murphy, Newark, N. J. 

Grand Slipper Co., Passaic, N. J. — 

Hubbard Shoe Co., Rochester, N. H. 

Green Shoe Co., Boston, Mass. 

Frank C. Meyer Co., Lynn, Mass. 

Scholnick Shoe Co., Boston, Mass. 

Great Western Shoe Co., Milwaukee, 
Wis. 

Ephrata Shoe Co., Ephrata, Pa. 

Gerberich-Payne Shoe Co., Mount Joy, 
Pa. 

Avon Sole Co., Avon, Mass. 

Arnold Bros. & Co., No. Abington, 
Mass. 

Boot & Shoe Recorder Pub. Co., New 
York, N. Y. 

Compo Shoe Machinery Corp., Boston, 
Mass. 


ton, Mass. 

Deauville-Palatine Corp., New York, 
N. Y. 

Herbert Holtz Shoe Co., Haverhill, 
Mass. 

Knipe Bros. Co., Ward Hill, Mass. 

Milford Shoe Co., Milford, Mass. 

Queen Quality Division, International 
Shoe Co., St. Louis, Mo. 

Shoe and Leather Reporter, Boston, 
Mass. 

Shoe Form Co., Inc., Auburn, N. Y. 

E. T. Wright Co., Rockland, Mass. 

Dunn & McCarthy, Auburn, N. Y. 

Farmington Shoe Mfg. Corp., Dover, 
N. H. 

F. M. Hoyt Shoe Co., Manchester, N. H. 

Clark Shoe Co., Auburn, Maine. 

Signal Shoe Co., Boston, Mass. 

Koss Shoe Co., Auburn, Maine. 

Crescent Shoe Co., Keene, N. H. 

A. R. Hyde Sons Co., Cambridge, Mass. 

E. E. Taylor Corp., Boston, Mass. 


[TURN TO PAGE 44, PLEASE] 
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Make a Profit on Every Line 
[CONTINUED FROM PAGE 36] 


ments. These join the children’s 
partment on the second floor and g,. 
all under my personal supervision, © 

Previous to the installation of , 
specialized children’s department, ch) 
dren buying shoes from us were jus 
in a place where shoes were sold. Noy 
when they come in you can see then 
brighten up immediately as they loo 
around and take in the various educa. 
tional ideas which decorate the walk 
of our especially built children’s se. 
tion. Many a school composition ha; 
been written from the pictures on the 
walls, 

Personal contact with the tade js 
the best teacher a buyer could , ssibly 
have. If a buyer knows what hi: trade 
is thinking and what sales are being 
missed he knows about all there ig ty 
know. 


_—_—_—_—— 


It’s a Circus for Kiddies 
[CONTINUED FROM PAGE 21} 


The zoo setting of the children’s de. 
partment, installed at considerable ex. 
pense and carried out in great detail, 
has proved an excellent investment 
and has made a decided hit with the 
little folks of Chicago’s South Shore. 
Mr. Fine believes that making friends 
with the kiddies is one of the surest 
ways of building a permanent patron. 
age for a juvenile shoe department and 
his experience since opening _ this 
unique shop goes far toward demon- 
strating the correctness of his theory. 


Play Up Vacation Footwear 
[CONTINUED FROM PAGE 30] 


be advertised as a final opportunity to 
obtain shoes at bottom price levels. 

Before clearance time arrives, a 
definite plan should be developed for 
merchandising and promoting the 
clearance. Advertising and window 
displays should be built around a key- 
note selling theme and co-ordinated in 
such a way that each will supplement 
the other. Decide upon the best time 
to launch your sale, start it off with 
an effective newspaper advertising an- 
nouncement and a window display to 
carry out the idea of the ad. 

The RECORDER advises against a gen- 
eral store-wide clearance on all sorts 
of Summer merchandise at the same 
time, because we believe it is a serious 
mistake to cut prices on certain types 
of Summer footwear, notably white 
shoes, when they are still at the peak 
of their natural selling season. We be- 
lieve it is better merchandising to start 
the clearance with merchandise bought 
for the late Spring and early Summer, 
demand for which is beginning to lag 
in mid-July, and to continue selling 
whites at a normal profit unti! the 
peak of their season is past. 
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Retailing Remains Free Field 
for Action 


[CONTINUED FROM PAGE 22] 


controlled production, we must have some honest 
rules of distribution. 

It is assumed that the Federal government can 
only control such concerns as do an interstate 
business—up to now there are a few concerns sell- 
ing their products within the boundaries of their 
own state. Perhaps the individual unit may take 
itself out of the new law by selling his products 
only in the state in which it is located. This may 
result in a diffusion of industry into small units 
doing a local business but it is not likely to happen 
in shoes. 

The market place for shoes is where the people 
are and population is generally spread the country 


over. 


Perhaps the Industrial Control Bill will touch 
very lightly the shoe business. Its major usefulness 
will be in industries employing millions of men. In 
shoes we have a maximum factory labor of approxi- 
mately 294,000 persons. As an industry we have 
been making slightly over 300,000,000 pairs of 
shoes. Unless we improve quality, and that means 
the re-introduction of many machine and hand proc- 
esses that may have been taken out of shoes because 
of economy’s sake, we are not in line to materially 
increase the factory employment. 

If minimum wage laws are put in, the conveyor 
system may increase to reduce costs and decrease 
labor. That’s always the hazard of fixing prices 
on the raw labor and retarding skilled labor. 

But all in all, we cannot go on with the old 


| scheme of things and it looks as though we are 


going to have control whether or no we like it. We 
are going to learn to like it if we bring to the new 
problem the spirit of honesty and common sense. 


Shoes, Plus Service 

There is a possibility of the public paying for 
a shoe and also for a service on fitting and mold- 
ing and sole imprinting. Better prices will be paid for 
shoes when better shoes and service are given to a 
public crying for that need. We have scarce begun 
the work of servicing footwear as a feature improve- 
ment of health, posture and comfort—for afflicted 
feet are in the increasing number. The “asphalt feet” 
of our city dwellers are not improving in usefulness. 
Instead the reverse is true. Feet are failing in their 
functions because of lack of use. Footwear study 
down this line is just at its beginning. 

We can go on and enumerate a dozen more 
“nevers”—but never is a long, long time in trade. 





























WARNING! 


MANDRUCCA sponge leather 


the new material for shoes, handbags, 
and stylish sports apparel, was origi- 
nated and introduced by R. Neumann 
& Co. 


MANDRUCCA sponge leather 


is registered at the U. S. Patent 
Office. Trade-Mark rights in this 
leather will be protected by R. Neu- 


mann & Co. 


Legal action has already been taken 
against one important infringement, 
and warning is hereby given manufac- 
turers and retailers that all other in- 
fringements will be vigorously prose- 


cuted. 


Identification of leathers represented 
as MANDRUCCA Sponge Leather 
will be gladly furnished. 


R. NEUMANN & Co. 


Leather Manufacturers 


HOBOKEN, N. J. 
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CREATE EXTRA 
SALES APPEAL 


They are 
smartly fashioned 
and promote 
foot comfort 
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NATIONAL NEWS 


————— 







» HOW’S BUSINESS? 4 
—  ———— 





HIDE FUTURES IRREGULAR 


New York—Hide futures declined five to 
twenty-five points during the week ended 
June 9. The market was irregular but ruled 
firm on Friday when it recovered a large num- 
ber of the earlier losses. 

Spot high prices were firm, sales of light 
| native cows being transacted at 12'2 cents a 


© pound. 








| Brockton Wage Increase 


BrocKTON—Brockton manufacturers 
' in agreement with the Boot & Shoe 
' Workers Union, have agreed to an in- 
| crease in wages, on all its grades, to 
' become effective July 1. They have 
| thereby fortified themselves, without 
_ friction with the workers’ representa- 
' tives, for a Fall run that is destined to 
| show a marked increase over last year, 
' judging from advance sales of the 
South Shore salesmen. 

The relationship between maker and 
| worker in the Brockton district con- 
tinues to remain as it has existed for 
many years and while union labcr has 
been affected in other sections of New 
England in recent months at no time 
has this condition threatened the 
South Shore district. 

While volume in the lower grades 
has levelled off following the Easter 
buying, there has been a marked de- 
mand for fill-ins on the various sport 
patterns, with many factories unable 
to supply the repeated requests for 
white buck or new-bucks. 

The South Shore is about to com- 
plete its biggest sport shoe season and 
veterans of the district fail to recall 
any one season that might be favorably 
compared with the run experienced by 
manufacturers of the district this year 
on the various sport lines. 
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Dohoney Reports Increased 
Business 


New YorkK—Further evidence of the 
upswing in business was voiced by F. 
R. Dohoney, of The Pennant Shoe Co., 
St. Louis, Mo., who stated at the Hotel 
New Yorker, where his line of shoes 
was spread, that orders in the factory 
on June 10 surpassed the volume of 
business of last year up to July 15. 

“Three factors are responsible for 
the increased shoe business,” said Mr. 
Dohoney. ‘First, many merchants are 
buying in the attempt to get under the 
wire of further increases in shoes. 
Second, the inventories of Fall shoes 
carried over from last year are particu- 
larly low and immediate buying is 
necessary to replenish these stocks. 
Thirdly, almost every merchant is of 
the opinion that business will be ma- 
terially improved by Fall and are buy- 
ing in anticipation of this upswing.” 


E-] Raises Wages 5 Per Cent 


BINGHAMTON, N. Y.—Nearly 17,000 
employees of the Endicott - Johnson 
Corporation are affected by a 5 per 
cent wage increase announced last 
week. The company’s announcement 
stated that there is “some expectation 
of a further increase.” 

Nearly all of the company’s fac- 
tories have been operating full time 
for the past month, and it is said that 
orders received assure full time opera- 
tions through the Summer. 


Godman Sales 50% Better 


Sales of the H. C. Godman Co., op- 
erating 11 shoemaking units in Colum- 
bus and Lancaster for the past four 
weeks averaged 50 per cent better than 
for the same period last year, accord- 
ing to Fred A. Miller, president, who 
spoke at the usual semi-annual sales 
conference of the 75 salesmen of the 
Columbus Distributing Division held 
at the Neil House, June 1 and 2. Mr. 











EVERY WEEK 


Miller declared that the retailer must 
get a larger margin of profit and fur- 
ther increases in shoe prices can be 
expected. It was declared that the 
various Godman units are operating at 
80 per cent capacity. During July, 
August and September full capacity 
is expected to take care of Fall orders. 


Adams Says Change Price or 
Quality 


New York—The upward trend of 
the hide market makes it impossible to 
guarantee prices beyond 30 days, was 
the opinion of O. G. Adams, of the 
Pontiac Shoe Mfg., Co., of Pontiac, 
Ill., displaying his line at the Hotel 
New Yorker. 

“There are but two alternatives for 
the retail merchant,” said Mr. Adams, 
“one to increase his price range or 
buy cheaper quality shoes and main- 
tain his present price schedules. 

“A lot of my customers are raising 
their prices, believing that lowering the 
quality of their shoes is too hazardous 
for a business built upon quality, value 
and prestige. Our business increase 
has been so substantial that our fac- 
tory is working a night shift.” 


Shows 60% Sales Gain 


ATLANTA, GA—A 60 per cent in- 
crease in business for May over May, 
1932, is reported by Paul Barcroft, 
manager of the Nettleton Shoe Depart- 
ment at Zachry’s. An important factor 
in this increase was a special demon- 
stration and display of Algonquin 
shoes during the week ending May 27. 











Brown Shoe Co. Raises Wages 


Saint Louis, Mo.—The Brown Shoe Co. has 
announced that a five per cent salary increase 
for all factory and office employees has gone 
into effect. Some 10,000 employees _ will 
benefit by this increase. 
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Shoes Now Retail $8.50 Up. 














Unique Shoe Store Location 


LYNNFIELD, Mass.—The  Killoran 
Shoe Co. has opened a store by the 
side of the road, there to be a friend 
of man, for along the Newburyport 
turnpike, the main motor highway 
from Boston to Newburyport, it has 
equipped a store especially for the fit- 
ting of surgical shoes. People come 
riding, sometimes from cities miles 
away, to the rural town, and park their 






cars and go into the shop to have filled 
the prescription that the doctor gave 
them for medicine shoes for their sick 
feet. If the shoes to fill the prescrip- 
tion are not in stock, some unusual size 
or contour being required, then they 
are made in the factory which is be- 
side the store. 


Advertising Code of Ethics 


NEw ORLEANS—Declaring the Spring 
opening as Feb. 1, Summer showing 
April 1, and that of the Fall and Win- 
ter as Aug. 15, the shoe division of the 
Association of Commerce, affiliated with 
the Better Business Bureau formulated 
a code of ethics which will be strictly 
adhered to by members of the group. 
This was brought about through the 
efforts of E. Davis McCutchon, secre- 
tary and general manager of the Bet- 
ter Business Bureau. Assisting Mr. 
McCutchon in the formation of the 
code, were: E. P. Emile, Marks Isaacs; 
John Hertz, Gus Mayers; R. Greiz, 
Maison Blanche and Albert Wachen- 
heim, Jr., Imperial Shoe Store. 

The code has three important points 
in all advertising matter: Truth, Ac- 
curacy and Believability, and stresses 
the fact that the term leather should 
be applied only to merchandise from 
the genuine hides of animals, all imi- 
tations should be designated as such. 
Special attention is called to the fact 
that in advertising a lot of shoes all 
widths and sizes should be made avail- 
able if the lot is described by such 
words as “all sizes and styles.” 

When the names of well-known 
shoes or the manufacturers’ names are 
used in advertising matter and such lot 
contains a substantial number of other 
makes, of little or unknown values as 
to trade-marks, the copy should state 
“other makes included” and the total 
quantity of the shoes of the well-known 
manufacturers or trade-marked articles 
should constitute at least 25 per cent of 
the total quantity on sale. 

Misleading trade-names are also 
tabooed and stress is laid on the fact 
that when one type of leather is dyed 
or finished to imitate another, it should 
not be described by the name of the 
leather which it imitates. In order to 
retain the customer’s confidence it is 
suggested that new merchandise should 
not be advertised as “reduced” with a 
statement of former or regular price, 
nor should last year’s stock be placed 
on sale in such a manner as to cause 
the patron to believe that he is pur- 
chasing this year’s merchandise. 

The advertising of shoes carried over 
from one season to another should not 
be advertised as new merchandise at a 
reduced price within sixty days after 
the reopening of the season and the 
regular price shall be considered as 
the present retail selling price, and not 
the regular price that the shoes sold 
during the preceding season. The com- 
mittee also made it plain that such 
statements as “lowest price in the city,” 
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“lowest price ever quoted” and simila; 
saperlative price claims do not lenj 
themselves to belief or proof. The tern 
“less than wholesale prices” is sug. 
gested also as misleading. 

Should an advertiser violate any of 
the terms of the standards and refuse 
to make the necessary corrections, the 
manager of the Better Business Bureay 
has the right to publish the correction; 
for the advertiser over the signature of 
the bureau. 


























Baker Bros. in New Location 


Brockton, Mass.—Baker Bros. have 
taken a new location, moving several 
blocks down the street to a much better 
site. The new store is all that a new 
store should be from both an artistic 
and a service standpoint. 








BROCKTON DAILY ENTERPRISE. 
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Shoes to Wear With | “Aristoc” 
Colorful Prints Silk Stockings 
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LITTLE LASTERS GOUDVEAR WELTED PLAY SHOES 
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Baker Bros. 


190 MAIN STREET NEW LOCATION OLYMPIA BUILDING 
























THE QUARTER PAGE AD 






An original opening advertisement 
in the Brockton Enterprise created 
more than passing interest. A news- 
paper cartoon of Lee Baker driving a 
moving van with his sales organization 
on the running board told a complete 
story. 

The “follow up” ad said in part:— 

Thank You 


Mr., Mrs. and Miss Brockton, and the 
many friends of this store from adjoining 
communities who made the opening days 
of our new shop such a joyous occasion. 
Your patronage was indeed extremely gen- 
erous. Equaliy pleasing were your very 
many kind words of congratulation and 
sincere wishes of success. 

To our business friends, and others who 
contributed those beautiful flowers that 
added so much to the beauty of our win- 
dows, we assure you that your generosity 
will never be forgotten. 

It was mighty nice of our “Big Brother,” 
the James Edgar Company, across the 
street, to welcome us to the “New Centre” 
in their advertising. Thank you, Mr. 
Wright. It is our earnest desire to cooperate 
with you, and do our bit to make it a better 
“New Centre.” 























TO LITTLE MASTER AND LITTLE MISS 
BROCKTON 


Our dear children; the hope of our fair 
city, the future city officia.s, manufacture's, 
merchants and church workers, and all the 
good things that your fathers and mothers 
are now striving for—we hope you enjoyed 
our special department added for your corn- 
fort and enjoyment. Visit our menager'e 
again, and bring your little friends. We 
propose to fit your little feet so carefully 
and comfortably at prices pleasing to your 
parents that you will grow up and make 
true the saying that you are “one hundred 
per cent Americans with both (good) fect 
on the ground.” 
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HIDES LEAD THE RISE 


ively speaking, the early June statistics 
in ta hides are higher than sole leather, 
that sole leather is higher than are cut soles, 
and that cut soles are higher than are shoes. 
The question comes as to where hide and 
leather prices will strike a level with shoe 


prices. 
———————— 
Canadian Hide Prices Up 


MoNTREAL—Reported increase of as 
high as 150 per cent in price of hides, 
“should help not only producers but 
also others to bring back better condi- 
tions throughout the country,” Aubrey 
Davis, Newmarket, Ont., president of 
the Tanners’ Association of Canada, de- 
clared today. 

“The extraordinary rise in price of 
hides, reported not only in Canada but 
also from all other countries,” said Mr. 
Davis, “is part of the general increase 
in values of basic commodities. 

“Of course,” he added, “prices of 
articles made partly from hides will 
rise proportionately.” 

The increased returns are being 
passed on to the farmer, the president 
said, and will give them much better 
returns for their labor than under 
former conditions when hide prices 
were so low they could not get back 
even costs. 


June 17, 


1933 


Two Cents More 


Boston—Oak and union backs were 
advanced 2 cents a pound last week 
by the U. S. Leather Co., bringing 
them up to 33 cents for the unions and 
84 cents for the oaks, as against 20 
and 21 cents a pound for the low of 
the year. Quite a rise, and possibly 
more coming, for hides have been 
climbing again. The U. S. Leather Co. 
has started its tanneries at capacity, 
after running on part time. The new 
production of leather, made of the 
higher priced hides, won’t get into the 
stores for some months yet, because it 
takes weeks and weeks to make leather 
and more to make the leather into 
shoes. 


British Shoe Trade Busy 


LONDON, ENG.—The shoe trade of 
the United Kingdom continues its ac- 
tivity. In general, factories are busier 
than at any other time during the past 
few months, and production is falling 
short of the demand. There is a 
dearth of skins of many types, the 
principal shortage occurring in ka- 
rungs, Java lizards and certain vari- 
eties of pythons. Gray is still the lead- 
ing color. Vigorous trade is being 
done in cruising and sunshine foot- 
wear in a wide range of color combi- 
nations. Outdoor shoes of all kinds 
are attracting a substantial portion of 
the buyers’ attention. 
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The ambitious project of a new large 
combine of shoe manufacturers and 
retailers sponsored by the Shoe and 
Allied Trades Development Co., Ltd., 
has not aroused much in the way of 
enthusiasm as yet. In fact several of 
the large plants owning retail shops 
have declined invitations to join, re- 
ports Arthur B. Butman, chief, Shoe 
and Leather Manufacturers Division 
of the Department of Commerce. 





Holds Commencement Exercises 


ATLANTA, GA—The second com- 
mencement exercise of the Georgia 
College of Chiropody, and the first in 
which students have completed the full 
two-year course, was held in the Henry 
Grady Hotel. Classes are held all the 
year round on five evenings a week. 
Those completing the two-year course 
this year are Drs. Berry, Cone, Dow- 
ling, Hardy, Nutzman, O’Connell and 
Rubin. 





N. W. Retailers Move Office 


MINNEAPOLIS, MINN.—The North- 
western Shoe Retailers Association has 
moved headquarters to the Dyckman 
Hotel. The club room is 1026. Hereto- 
fore the club has been in the Boston 
block for many years, the upper floors 
of which are being closed to tenants. 
Travelers will be welcome at the new 
quarters as in the past in the Boston 
block. 
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accompany 
less C.O.D. shipment 
is preferred 


CHIROPODY offers an attractive _— 
profession to those interested in entering the practice 
of this branch of medical science. 


ILLINOIS COLLEGE 


CHIROPODY AND FOOT SURGERY 














Students in Famous 
Foot Clinics of 
Chicago. Over 
35,000 foot cases are 
treated annually. 






















































Samples on Request. 
Sizes: 7” x 12” and 8” x 14”. 
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DISPLAY WINDOW CARDS 


Illinois College of Chiropody and foot Surgery is now 
in its twenty-first year as a leading educational institu- 
tion in this specialized field. Three year course leading 
to degree of Doctor of Surgical Chiropody. Three 
buildings, wide recognition, scientific equipment, emi- 
nent faculty of chiropodists, physicians, surgeons, 
chemists and orthopedists. Excellent clinical facilities. 
High school education or the State Department of 
Education equivalent required for entrance. For bulle- 
tin write the Registrar, Dept. RJ-17. 


Illinois College of Chiropody and Foot Surgery 
1327 North Clark Street Chicago, Illinois 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
Ys infants’ Soft Seles...0-3 
intermediates ........ 1-5 
Flexible Hard Seles. ..2-8 
Bend & In-Btock 
atalog 





MRS. DAY'S IDEAL BABY 
SHOE Co. 


Leeust St. Danvers, Mass. 








The SANDAL 


season is here. 







Made 
With & 
"CORK" 
INSOLE ! _— 


Write today for samples 


SWAN SHOE CO., INC. 


2201 Aisquith Street 
BALTIMORE, MARYLAND 


LIF 


R Were 















FINE GooDvean 









—for infants, 
Children, 
Misses, 
Young La- 
dies. 


Smartest Pat- 
terns. Incom- 
parable Values. 
Be sure to see 
Fall Line! 


















CHILD LIFE 


SHOE MFG. CO. 
MILWAUKEE, WIS. 





» STORE CHANGES 4 





To Broaden 
Department Activities 


Kansas City, Mo.—Morris E. Le- 
vich, who has leased the children’s shoe 
departments in Kline’s, Inc., depart- 
ment store, will continue to have Fred 
Greishmmer act as manager. Levich 
is operating both the regular upstairs 
children’s shoe department and the one 
in the basement. Plans are being de- 
veloped to increase the scope of the 
basement department. A very satis- 
factory business is being experienced, 
with trade running 40 per cent ahead 
of last year. 












To Determine Selling Prices 


Rising costs mean refigured selling 
prices. And how the average shoe man 
hates arithmetic! That’s where the 
PROFIT FLASHER enters the picture. 

Using a PROFIT FLASHER it 
takes five seconds to find the profit be- 
tween any cost and any selling price— 
and the answer is correct. Using the 
old pencil-and-error method it takes 
about forty-five seconds—and _ the 
answer may. be right or it may be 
wrong. 

But there’s one serious objection to 
the PROFIT FLASHER, according to 
a letter received the other day by Mur- 
ray C. French. It gets to be a habit! 
“IT had been using a PROFIT 
FLASHER about a month,” a retailer 
wrote, “and then a certain so-and-so 
traveling man made off with it. I find 
I am completely lost without it. Send 
another post haste.” 


To Make Women’s Shoes 


BrockTON—G. E. Hedlund, president 
of The Morning Glory Slipper Com- 
pany, makers of slippers and a patented 
type nurse’s shoe, recently announced 
plans for the construction of a new 
women’s welt shoe, which features a 
wedge along the entire outside portion 
of the bottom. 

This shoe, formerly manufactured by 
other makers, under license, will be 
made by the Brockton company, for its 
own trade. 
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« WHAT'S NEW IN THE TRADE ) 


Products, Promotions, Inventions and Ideas 
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Tarlow Granted Patent | 
BrockToN—Isidor Tarlow, of the ef 
ecutive staff of the Old Colony Shy 
Company, was recently granted a pat. 
ent covering four original features ¢ 
a shoe, which authorities in the man. 
facturing field predict, may lead tf 
further improvements and changes 
along shoe construction lines. 

Mr. Tarlow’s description of his ney 
shoe is as follows: a shoe having, 
forwardly and downwardly incline 
shank forward of the heel breast, a he¢ 
comprising a base lift with a rubbe 
lift at the tread end, said rubbe: lif 
having a pressure exerting central 
breast projection with a solid top fac 
engaged with said inclined shank ani 
its bottom face in a plane forwardly 
and downwardly inclined relative to the 
plane of the tread face of the heel. 





New Fillers 


Lynn, Mass.—A new kind of a filler 
for cavities in bottoms of shoes is made 
of a woven fabric, something like car. 
pet, only it is of such a weave that it 
won’t stretch. Ordinarily, fillers ar 
of plastic or sheet material. 





Making Pleated Leathers 


PHILADELPHIA, PENN.—Mitchel! & 
Peirson are now offering, in blacks and 
colors, a line of the popular pleated 
leathers which is being so extensively 
used by style leaders. 








Business Good in 
Remodeled Store 


BRADENTON, FLA.—Bradley’s, one of 
the most modern of the popular priced 
department stores, have recently remod- 
eled and enlarged their shoe depart- 
ment. Their interior is all that could 
be wished for and window displays are 
extremely attractive. 

This store which was just remodeled 
has succeeded in securing the services 
of C. C. Carter, formerly of Freed- 
lander, Inc., of Valdosta, Ga., as man- 
ager of shoe department and to date 
results are far beyond expectations. 





Modernized Store Shows Increase 


PROVIDENCE, R. I.—The new, modern 
store, to which the local W. L. Douglas 
Shoe. Co. moved on March 1, has 
brought the store a substantial increase 
in business, according to Howard V. 
Foley, manager. Besides the fact that 
the store is a more modern one than at 
its previous location, the present shop 





is on “shoe street,” along which are lo- 








cated several leading shoe retailing es- 
tablishments which, Mr. Foley believes, 
have had a good effect on sales. 





Opens Children’s Section 


NASHVILLE, TENN.—Housed on the 
third floor, close by the newly opened 
Infants’ and Children’s Ready-to-Wear 
Section, is the Kiddies Korner, under 
the supervision and management of 
W. P. Dismukes, who for 15 years has 
been identified. with shoe _ establish- 
ments in Nashville and elsewhere and 
has specialized in fitting children. Dr. 






poor A 
> combini! 


Walter Fields, foot specialist, gives free F 


professional advice regarding foot con- 
ditions and proper footwear for chil- 
dren. 





Adds Juvenile Line 


LAKEWOOD, OHIO — Benders Shoe 
Store, 15108 Detroit Avenue, will stock 
juvenile shoes very shortly. Plans for 
handling the Poll Parrot line have been 
made. 
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Pollyanna Health 
Shoes will be dis- 
played at the Boston 
| Shoe Fair, July 10, 
ll and 12. Do not fail 
to see this most out- 
standing line. 


HOE RECORDER 
Tue SHOE RetTAILerR, June 17, 1933 





POLLYANNA 


repeat business 
builds turnover... . 


TURNOVER builds PROFIT 


The exceptional salability of Pollyanna Shoes—proved 
by actual record—is attributable to all around, balanced 
excellence. 


Pollyannas are made over orthopedic lasts especially 
designed to fit growing feet. They are made in the 
widest range of widths and sizes in this grade of shoe. 
Parents are concerned with proper fitting and: they like 
this feature. 


Pollyannas are made of carefully selected, superior ma- 
terials which deliver completely satisfactory wear. 
Parents like durability combined with style. 


Pollyannas are styled to appeal to particular people 
without the hazard of soon becoming unsalable. That 
improves turnover. 


Pollyannas are made with a patented, exclusive health 
feature—the "Airy Arch" — designed to keep feet 
healthy and comfortable. The "Airy Arch" is obtain- 
able only in Pollyanna Shoes. 


Pollyanna prices fall in the range most people can afford 
to pay. That insures volume sales. 


Pollyannas are really the quickest moving, most profit- 
able line of Juvenile Shoes obtainable, and are sold on an 
exclusive agency basis. Write us today for a catalogue 
of "In-Stock Pollyannas." 









The 

Airy Arch 
keeps feet 
comfortable, 
cool and 
healthy 


Pollyannas 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


AAFP FSP EP A ete 

















8. CHASE & SONS, INC., 
HAVERHILL, MASS. 

\ te Steck Men's Full Leather Lined 

Handturned Slippers 

Priced from $1.35 
Kid Pullman Slippers 
colors and black with 
Snap Pocket 1.35 
‘Zipper Pocket $1.50 


w. 
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WHERE TO BUY 


Shoe Dressings 
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CLEANS ALL WHITE SHOES CLEAN 
Satisfaction—Or Money Back 
SOLD BY GOOD WHOLESALERS 


CAVALIER CORP. 
BALTIMORE, MD. 
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WHERE TO BUY 
Shoe Trees 
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PROTECTED 
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SIMPLEX SHOE 
TREE COMPANY 


10S W ADAMS $7, CHICAGO 








Self Adjusting Shoe Trees. 
A Gentle squeeze inserts or 
removes. Write for unique 

sales plan. q 








George Barker Advanced 


BuFFaLlo, N. Y.—George Barker has 
been appointed buyer of boys’ and men’s 
shoes for J. N. Adam & Co., to succeed 
George B. Sopher, who resigned June 1. 
Mr. Barker has been assistant to Mr. 
Sopher for the last two years and 
formerly was with the men’s wear di- 
vision of the Retail Research Associa- 
tion. 


what the belt manufacturers are doing 


Boot AND SHOE RECORDER . 
combining THe SHog RETAILER, June 17, 19)— 


——=[_=_=_=z=z=z=z—=q—EeEEeE—E—E—e=>E=—e=EeEeseee — 
NEW REPORT PICTURES DISTRIBUTION OF MISSOUR| 
MARKETS | 

Similar data are presented for citi, §_ 
= 
smaller urban places of from 2500 {, q 


WASHINGTON, D. C.—How the retail 
buying power of the State of Missouri 
is distributed throughout the various 
cities and counties of the State, as in- 
dicated by results of the National Cen- 
sus of Distribution, is brought out in a 
new bulletin of the Department of Com- 
merce, “An Aid for Analyzing Markets 
in Missouri.” 

The Missouri market guide is one of 
a series of reports aiming to place in 
the hands of manufacturers and dis- 
tributors the basic data indicative of 
the concentration of markets for gen- 
eral consumer goods in the principal 
marketing areas of the country. 

The importance of a knowledge of 
the territorial distribution of purchas- 
ing capacity for efficient and economi- 
cal sales planning is indicated by the 
fact that approximately one-third of 
the entire $1,448,000,000 worth of retail 
sales made in Missouri in the census 
year was concentrated in a single 
county. Two counties supplied 58 per 
cent, or over $840,000,000 worth of the 
total retail volume. Ninety-four coun- 
ties together produced only a little 
over one-fifth of the business. 

The Missouri market aid shows the 
dollar volume of sales for each county 
in the State, and the retail sales index 
—or proportion of total State sales— 
for each county. This index is placed 
beside the county population index, com- 
puted on the same basis, for the pur- 
pose of comparison of relative buying 






of 10,000 population or over, and fy 


10,000 inhabitants. 


tabulated on a county basis. 
data are also given indicating the com. 
parative consumption of automotie ap. 


hold appliances. 


cussion of the racial character’ stics 
growth, income and occupation 0° the 
State’s population; a sketch of th 
State’s wholesale trade; and a con. 
densed outline of the principal step; 
taken in conducting marketing su: veys 
using data of the type presented in this 
report. Numerous charts illustrate the 
information offered. 

“An Aid for Analyzing Markeis in 
Missouri” was prepared by Charles B. 
Eliot, Chief of the Market Data Sec. 
tion, Bureau of Foreign and Domestic 


The newest available figures Showing i 
the value of farm products and generg § 
agricultural resources of Missouri ay 
County B 
pliances, and electrical and gas bug. § 


The bulletin includes a genera: dis. F 


Commerce, under the direction of I. F. F 








Gerish, Chief of the Domestic Regional 
Division. Previous reports in the 
series have described the market char- 
acteristics of Connecticut, Ohio, Illinois, 
Michigan, Pennsylvania, the New Eng. 
land section, and the Pacific Southwest. 

Copies of “Aid for Analyzing Mar- 
kets in Missouri,” as well as other bulle- 
tins of the series, may be obtained for 
five cents each from the Government 





capacity. 


Printing Office, Washington, D. C. 








Belts to Match Shoes 


Style coordination in men’s apparel 
is increasingly developing from talk 
into action. Here is an example of 








to provide harmony in a man’s dress, 
by simply following the style dictates 
of the shoe field. An honest effort has 
been made to create a belt of com- 
bination leathers, which will harmonize 
with the sports shoes a man ‘may 
wear this Spring and Summer. 

In the upper row of the accompany- 
ing illustration is a belt for two-toned 
tan shoes. It is of tan pigskin with 
black applique scallops for trim. The 
next two belts are of white cowhide 
trimmed with black and with tan per- 
forated edges to match similar leather 
combinations in the shoes. The fourth 
belt is white cowhide with black ap- 
plique scallops for the black and white 
shoe. In the lower group of three 
belts are a brown suede trimmed with 
brown cowhide, a white cowhide with 
punched design to match all-white ven- 
tilated shoes, and a two-tone belt of 
brown suede and darker brown c:lf 
trimming. 





Makes Extensive Trip 


‘NEw YorK—Miss Berté of Berté 
Shoe Styles has just returned to New 
York after spending the winter n 
California, returning by way of tie 





Belts by Pionner Suspender Co., Philadelphia, Pa. 


Panama Canal and Havana, Cuba. 
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Promoting White Goatskin 


New York, N. Y.—In one of Fifth 
Avenue’s fine men’s shoe departments, 
that of Lord & Taylor, considerable 





: i / 
WHITE Goatskin 
cooler by actual test 


2 pound, Cosmopolites will be wearing 
er boardwalks—and having a fine time 





* at it this summer. Very smart white shoes — washable — 


comfortable — and actually several thermometer degrees 
cooler. Wing tip with feather sole: plain tor, rubber sole. 


6.50 
LORD & TAYLOR 


THE MAN'S SHOP—TENTH FLOOR 
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satisfaction is being expressed by buyer 
A. B. Toomey over his recent promotion 
of white goatskin shoes for men. The 
advertising copy reads—“White Goat- 
skin cooler by actual test .. . lighter by 
a pound. Cosmopolites will be wearing 
these on our better boardwalks—and 
having a fine time at it this Summer. 
Very smart white shoes—washable— 
comfortable—and actually several ther- 
mometer degrees cooler.” 





Wooden Handbags 


CuHIcAGO—Flexwood bags are being 
featured prominently by Marshall 
Field & Company right now, both in 
newspaper publicity and window dis- 
play. These bags are made of fine 
veneer in bird’s eye maple, ribbon 
primavera, quartered walnut, hare- 
wood and zebra. These are smart, cool- 
looking bags especially appreciated for 
semi-sports wear. They are all en- 
velope type and are splashily trimmed 
with blocks of dark brown wood upon 
which initials can be placed. A bit 
of gilt edges some of them. Publicity 
announces that shoes, belts and hats 
are also made of this material. 

Sales talk includes the points that 
flexwood is “washable, waterproof and 
inconceivably featherweight.” Every 
bag has a bit of sandpaper in a cello- 
phane container which is to be used to 
keep the bag in prime condition. 





Walker Shoe Co. Consolidates 


SPOKANE, WASH.—The Walker Shoe 
Company, have opened in a new build- 
ing at Lincoln and Riverside streets. 
They will also consolidate their well- 
known Savon Shoe Shop with the new 
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“Bicycle Bals” on Coast 


SEATTLE, WASH.—In line with the 
comeback of the “buy cycle,’ symbol- 
ized with the renaissance of the wheel 
and its gay ninety era of the “bicycle 
built for two,’ the Vanity Slipper 
Shoppes, both on Pike Street, this 
city, have introduced their new “Bi- 
cycle Bals,” of white pigskin, unlined 
and perforated, and with black or 
brown kid reinforcement and trim. 
These are the newest of sport shoes, 
designed to take their place in the 
selling accompanying the comeback of 
the bicycle, and all that it entails. Win- 
dow displays at the Vanity also fea- 
tured the shoes as being extra-service- 
able for use on roller skates and other 
forms of sports, those exhibited in the 
display having roller skates fastened 
in a neat and attractive manner to the 
soles. 





Baltimore ““Gone White” 


BALTIMORE, Mp.—This city has gone 
white so far as women’s footwear is 
concerned according to retailers, some 
of whom report the biggest white sales 
since they have been in business. All 
white predominates, though good move- 
ment is also reported in combinations. 

While some white footwear is sell- 
ing up to $10, the greatest movement 
is in those selling from $1.95 to $5.95. 
Higher prices prevail at the better 
stores, while the lower prices predomi- 
nate in the exclusive shoe shops, spe- 
cialty shops catering to the so-called 
“chick” trade. 


Roller Skating Oxfords 


Boston, MAss.—The R. H. White Co. 
is showing roller skating oxfords for 
young men and women, as well as for 
children, as well as skates and skating 
clothes. Ordinarily, skating footwear is 
made according to the lace boot pattern. 
But for this new roller skating fad, 
sport style oxfords are recommended. 
A pad of woolskin over the instep pro- 
vides for the tight strapping of the 
skate to the shoe without the strap 
cutting into the ankle. 





» TRADE DOINGS 





To Fight Indiana Taxes 


INDIANAPOLIS, IND.—Shoe men _ in 
this State are being asked to join a 
movement instituted by the Associated 
Retailers of Indiana against the pres- 
ent gross income tax law, which vir- 
tually is a sales tax. Wholesale shoe 
men pay one-fourth of 1 per cent of 
their gross sales to the State and re- 
tail shoe men pay 1 per cent. In vir- 
tually every instance the tax, passed 
this year, is being absorbed by the 
trade itself and not being passed on to 
the public. 

A résumé of the decision of the II- 
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the 3 per cent tax there unconstitu- 
tional on the grounds that some classi- 
fications escaped the law, apparently 
does not hold in Indiana. If anyone 
has been eliminated from the law’s pro- 
visions he has not been discovered as 
yet. 

As it now stands, shoemen are pay- 
ing their tax out of net profits, for 
that is the only account from which 
it can be paid. The present fear is 
that this ‘new law will not bring in 
sufficient revenue to satisfy and the 
next legislature will increase the ante. 





French Beading Moves 


PHILADELPHIA, PA. — The French 
Beading & Novelty Company formerly 
of 226 S. Fourth Street, have moved 
to their own recently erected factory 
building at 607 South Howard Street 
where their office and salesroom as well 
as the manufacturing plant is now lo- 
cated. 

This house which has long been iden- 
tified with the production of buckles, 
ornaments, etc., in rhinestone, and met- 
al in bead work and bead ornaments, 
is now specializing in the produc- 
tion of bows for which the de- 
mand at present is greatest. But the 
facilities for the manufacture of the 
other specialties are improved and am- 
plified against the time that these 
types of ornamentation again come into 
vogue. 





Wills Buys Price Factory 


BrocKTON—The manufacturing plant 
and equipment of the late Frank L. 
Price, has been purchased by Archie 
G. Wills of Stoneham, whose son, Robert 
Wills, will have complete charge of the 
new factory, assisted by Charles Mars- 
ton of Stoneham, a former manufac- 
turer. 

The new firm contemplate making a 
line of low price welts, formerly made 
in the plant occupied by the late Mr. 
Price. 





Wold’s Fair Fashion Show 


Cuicaco—A fashion show is being 
put on three times a day at the Pabst 
Blue Ribbon Casino. There is an en- 
tire change of costumes every two 
weeks. This is in charge of Mrs. Ford 
Carter, fashion director of the Cen- 
tury of Progress. According to Mrs. 
Carter the shows which are most ap- 
preciated are the sports shows. 


Roydon R. Deans Made Manager 


New York, N. Y.—Roydon R. Deans, 
who has been assistant manager to the 
late Joseph L. Sangilier at the Arch 
Preserver Shoe Shop, 9 East 37th 
Street, since September, 1932, has been 
appointed manager. Previous to com- 
ing to New York, Mr. Deans served as 
buyer for the R. H. Fyfe Shoe Co., 
Detroit, and was with the Napier stores 
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FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 








$5000.00 SALES 
from a 

$400.00 STOCK 

of two shoes. 


(Dealer's name 
upon request.) 


Clara Boon. 


Will help you make more sales. 
SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 





















Wholesale Prices Higher 


WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the U. S. Depart- 
ment of Labor announces that its in- 
dex number of wholesale prices for 
the week ending June 3 stands at 63.8 
as compared with 63.3 for the week 
ending May 27, showing an increase of 
approximately five-tenths of 1 per 
cent. These index numbers are de- 
rived from price quotations of 1784 
commodities, weighted according to the 
importance of each commodity and 
based on average prices for the year 
1926 as 100.0. 

In the “Hides and Leather Products” 
classification the index shows an in- 
crease of one per cent over the previous 
week, advancing from 78.9 to 79.9. The 
figure given for May 6 was 73.3. 





OBITUARY 





William T. Gwynn 


BELLINGTON, WASH.— William F. 
Gwynn, pioneer shoe dealer, age 64 
died at his home here. For some thirty 
years he operated continuously the 
Family Shoe Store. One son, William 
H. Gwynn will continue to operate the 
store. 






Frederick C. Hollis 


BROCKTON — Frederick C. Hollis, 
former superintendent of the -George 
E. Keith Company and widely known 
in New England shoemaking, died Sun- 
day, June 4, in his 67th year. He was 
associated with the Walk-Over fac- 
tories for many years and is survived 
by his wife, a son and daughter. 





Arthur Spencer 


BRocKTON—Many well known figures 
in the industry attended the funeral 
services of Arthur E. Spencer, vice- 
president of the E. E. Taylor Company, 
at Mt. Hope cemetery chapel, from 
where the services were held for the 
well known shoe executive who died at 
San Francisco, May 29. 

Mr. Spencer who is survived by his 
wife, Mrs. Eunice Spencer and a son 
Roland W. Spencer, was a member of 
the Taylor organization for more than 
40 years and active in its affairs until 
his death. 





James F. McNeil 


Boston, Mass.—James_ Franklin 
MeNeil, 81, died at his home in Brook- 
line June 8. 

Mr. McNeil, who was chairman of 
the board of directors of the company, 
was born in 1852 at Robbinston, Me. 
He was the son of James F. McNeil and 
came to Boston at an early age. In 
1881 he founded the house of Thayer, 
McNeil & Hodgkins, dealers in foot- 
wear, and the store was first located in 
Temple place. 

Later the firm moved across the 
street to its present location at No. 47, 
and as time went on and the business 
expanded, it became necessary to ex- 
tend its frontage through to West 
Street. The name was then changed to 
Thayer, McNeil Company. 

Mr. MeNeil is survived by his wife; 
two sons, Harold F. and James Gordon 
and four grandchildren. 





David Shelton 


Dayton, OH10—David Shelton, 53, a 
well-known shoe traveling man, died 
at his home after an illness of a little 
more than three weeks. He had trav- 
eled for a number of years for Hamil- 
ton Brown Shoe Co., then went with 
Ault Williamson of Auburn, Me., for a 
period of 10 years. For the past two 
years he represented Kane, Dunham & 
Krause of St. Louis in Ohio, West Vir- 
ginia and Pennsylvania. 

Before coming to Dayton to make 
his home he lived in Gallia, Ohio, 
where he was born. He belonged to 
the United Commercial Travelers here 
and to the Knights of Pythias lodge 
at Gallia. 

He was one of the leading members 
of the Third Street Baptist Church for 
years and was one of the deacons of 
the congregation. 

Surviving him are his widow, three 
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Boston Fair 
[CONTINUED FROM PAGE 38] 


Corcoran-Gleason. Shoe Co., Montell), 
Mass. 


Stetson Shoe Co., South Weymouth, 
Mass. 

MeNichol & Taylor, Lynn, Mass. 

Essex Rubber Co., Trenton, N. J. 

Eagle Shoe Mfg. Co., Everett, Mass, 

Mayer-Herman Shoe Co., Brooklyn, 
N. Y. 


The Irving Drew Co., 
Ohio. 

Doyle Shoe Co., Brockton, Mass. 

Blum Shoe Mfg. Co., Dansville, N. Y, 

Prospect Shoe Co., Boston, Mass. 

Banner Shoe Co., Boston, Mass. 

Bona Allen, Inc., Buford, Ga. 

Crystal Shoe Co., Amesbury, Mass. 

Day-Gormley Co., Boston, Mass. 


Portsmouth, 


Braude-Goodman Shoe Co., E. Beverly, 
Mass. 

Racine Shoe Co., Racine, Wis. 

Fisher Shoe Co., Newburyport, Mass, 

Robinson-Bynon Shoe Co., 
N. Y. 


Knight Slipper Co., Brooklyn, N. Y. 

Panther-Panco Rubber Co., Chelsea, 
Mass. 

Clayman Shoe Co., Boston, Mass. 

Goldberg Bros., Haverhill, Mass. 

Dainty Maid Shoe Co., Haverhill, Mass. 

Katzman Brindis Shoe Co., Haverhill, 
Mass. 

Unity Shoemakers, Boston, Mass. 

Bleeker Shoe Co., New York, N. Y. 

Dainty Maid Slipper Co., Brooklyn, 
N. Y. 

Clinton Shoe Co., Haverhill, Mass. 

Dartmouth Shoe Co., Boston, Mass. 

Harvard Shoe Co., Boston, Mass. 

Paisner & Batchelder, Inc., 
Mass. 

Liberty Shoe Co., Lynn, Mass. 

Century Shoe Co., Lynn, Mass. 

H. C. Godman Co., Columbus, Ohio. 

Fairfield Shoe-Co., Columbus, Ohio. 

Field & Flint Co., Brockton, Mass. 

Lockwedge Shoe Corp. of America, 

Columbus, Ohio. 

B. E. Cole & Co., Norway, Me. 

W. L. Douglas Shoe Co., Brockton, 

Mass. 

M. A. Packard Co., Brockton, Mass. 

The Walter T. Dickerson Co., Colum- 

bus, Ohio. 

Craddock-Terry Co., Lynchburg, Va. 


Lynn, 





Glen’s, Inc. to Start 


NEWARK, OHI0—Glen’s, Inc., is the 
name of a new corporation, chartered 
under Ohio laws to operate a retail 
shoe store in the storeroom on Second 
Street, formerly occupied by the W. H. 
Mazey Co. Leslie Cotton, formerly in 
the shoe business in Mt. Vernon, Ohio, 
is secretary-treasurer and_ general 
manager of the company, which will 
open Aug. 25. Contractors are at work 
on the storeroom making the necessary 








children, his sister and three brothers. 


changes. 










Novelty Slipper Co., New York, N. Y, — 
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Air-O-Pedic Shoe Co., Brockton, Mas 
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Ontello 
» Mass, 
mouth, 
| Cristy Joins Curtis Shoe Co. 
a 3 Marvporo, Mass. 
skin A —Charles 0. Cris- 
mya, ty, well-known 
3 manufacturing ex- 
nouth, ecutive and for 
many years identi- 
fied with many 
N. Y, leading factories, 
has joined the ex- 
ecutive staff of the 
Curtis Shoe Com- 
Ss, pany, Marlboro, 
; according to a re- 
N.Y, Chas. O. Cristy cent announcement 
verly, issued by President John A. Curtis. 
Mr. Cristy comes to the Curtis or- 
ganization direct from the Peck Shoe 
Mass, Company, recently liquidated. He will 
burn personally supervise the construction 
; of the new Curtis Velvetred line of 
Y shoes, featuring a new innersole con- 
lone struction, destined to prove one of the 
iat most unusual innovations in this re- 
spect, ever put into a shoe. 
The new Velvetred line, which has 
already been received with marked in- 
ass, terest by leading merchants and buy- 
hill, ers, will be carried in-stock, with nine 
styles. 
Mr. Cristy, in addition to supervis- 
ing its construction, will also contact 
lyn, the principal accounts with the new 
Curtis line of Velvetreds in a sales 
capacity. 
He started his manufacturing ca- 
reer as a young man with Johnson & 
nn, Murphy Company, later coming to 


New England, where he was identified 
with Edwin Clapp & Son, C. H. Alden 
Company and later the Stetson Shoe 
Company, from where he departed for 
Worcester and the Peck Shoe Co. 





Samuels Salesmen in Territory 


n, & Sr. Louris—After a successful semi- 
annual sales conference, the selling 
| staff of the Samuels Shoe Co., St. Louis, 

n- — Mo. left for their territories with the 

new line, for early Fall selling. With 
the upswing in business both Theo and 
Julian Samuels look forward to an ex- 
cellent season. 

The following is a list of salesmen 

and their territories: 

E. R. Thornton, Washington, Oregon, 
© — California, Nevada, Idaho and Mon- 
1 — tana; Howard Sternberg, Minnesota, 
| — Wisconsin, North Dakota, South Dakota, 
| Missouri, Colorado, Nebraska, Iowa and 
Wyoming; Sol. S. Pine, New England 
States, New York State and New Jer- 
sey; I. Cooper, Arkansas, Kentucky, 
Louisiana, Florida, Mississippi, Ala- 
bama, Georgia, Tennessee and Cuba; 
Rex Stephenson, North Carolina, South 
Carolina, Virginia and West Virginia; 
George Stamler, Pennsylvania and East- 
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«ON THE SELLING END > 


News of the Travelers and Sales Activities 








ern Ohio; George May, Illinois, Indiana, 
Ohio and Michigan; I. S. Cohen, Okla- | 
homa, Kansas and Southern Missouri; 
J. Ross Wilson, Texas, Arizona, New 
Mexico and the Republic of Mexico; 
Stanley Napier, New York City, Wash- 
ington, D. C., Maryland, Philadelphia 
and Pittsburgh. 


Rice-O’Neill Men Out 


Rice-O’Neill Shoe Co. held their semi- 
annual sales conference at their St. 
Louis Factory last week. New fall 
samples were discussed by the entire 
organization. All the men are now on 
the road with their new line. 

Jack Mullen, formerly connected with 
Midvale Shoe Company, also Johnson, 
Stephens & Shinkle, has become as- 
sociated with Rice-O’Neill. He will 
cover the states of Iowa, Kansas, Ne- 
braska, Ilinois and Missouri. He suc- 
ceeds Frank Flood in this territory. 
Mr. Flood has joined the sales force of 
the Craddock Terry Company. 








Swanton Changes Houses 


Tom R. Swanton, who has been 
traveling the Southern states for the 
past twenty years, for A. M. Creighton 
and their successors, Abbott-Arm- 
strong-Abbott, Inc., has joined the sales 
force of Dodge, Bliss & Perry Co., Inc., 
Newburyport, Mass. 

Mr. Swanton has many friends of 
long standing in the South that will 
welcome him with the new line. He is 
now calling on his trade in the states 
of Kentucky, Tennessee, Alabama, Mis- 
sissippi, Arkansas, Louisiana, Texas 
and Oklahoma. 





Fisher Now in Control 


NortH EASTON, Mass.— While no 
change in the firm name will be made, 
Arthur Fisher, president of the Ellis- 
Fisher Co., has obtained complete con- 
trol of this North Easton plant of 
well-known makers of welt shoes. Mr. 
Fisher recently purchased the interest 
in the company held by its treasurer, 
Merton F. Ellis, who with Mr. Fisher, 
developed the business at Avon in 1927 
and last year purchased the factory 
formerly occupied by Chapman & Cox 
in North Easton. 





Opens St. Louis Office 


The Firestone Footwear Company 
has recently opened an office and sam- 
ple room on the sixth floor of the Man- 
ufacturers Building, 1113 Washington 
Avenue, St. Louis. W. C. Hippisley, 
who will be in charge also covers the 
states of Missouri, Arkansas, Okla- 
homa, Kansas and Southern Illinois for 
Firestone. 
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Advancing Prices Induce 
Brisk Buying 

[CONTINUED FROM PAGE 34] 
Hensel, director of advertising, Jllus- 
trated Daily News, discussing mer- 
chandisng. Mr. Nater expressed opti- 
mism and confidence in the financial 
outlook as a result of governmental 
regulation and spoke of encouraging 
financial reports received from the 
agricultural regions of the state, while 
Hensel told retailers their problem was 
to decide on what class of trade to go 
after, to display merchandise to the 
fullest and never be afraid to ask peo- 
ple to buy. 

“There are too many pretty stores,” 
he said, “too much concealed merchan- 
dise.” Chain store displays he cited as 
examples of asking customers to buy. 
He recommended three price lines, high, 
low and medium, stock control and ad- 
vertising. It is up to the shoe retailer 
to be a better executive he said, defin- 
ing an executive as one who is re- 
sponsible for work performed by others, 
one who is plain minded, who likes 
people or cultivates a liking for them 
and expresses personality that de- 
mands respect. 

In line with this informal discussion 
was an address given at the evening 
banquet by Dr. Frederick P. Woellner, 
University of California, at Los An- 
geles, on “Looking Ahead.” Mr. 
Woellner cautioned his auditors about 
looking backward to the rosy days of 
1929, advising planning for the future 
by eliminating fear, working collective- 
ly toward a common goal and develop- 
ing fearlessness of the same quality 
that our forbears had in opening up 
new frontiers. Frank Bush served as 
toastmaster. During the business ses- 
sion, to which the entire first day was 
devoted, the remaining two days being 
given over to displays, a message from 
the travelers was presented by Joe 
Kalisky, president, Los Angeles Shoe 
Club, and another from Governor 
Rolph by Al Katschinski, a former 
state president. 

An attendance of 300 registered, in- 
cluding travelers and exhibitors, of 
which there were 64. 

According to reports, business was 
brisk in Fall orders, far beyond ex- 
pectations, due, it was thought, to the 
opportune time at which the conven- 
tion was held and the fact that prices 
are expected to advance momentarily. 
One local manufacturer states an in- 
crease of approximately 12% per cent 
over previous prices and as much as 
25 per cent on low run shoes, with prac- 
tically no resistance on the part of 
retailers. A proportionate mark-up is 
anticipated in the retail field, perhaps 
of 25 per cent or more it was indicated, 
although the opinion was expressed at 
the convention that the retailer’s mark- 
up would be gradual and probably on a 
replacement basis with low run lines 
weeded out. In some quarters an in- 
crease of 30 cents a pair on women’s 
shoes was reported with a 40-cent in- 
crease on men’s footwear and from 50 
to 75 cents on boots. 
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SALESMEN WANTED 


LINE WANTED 


POSITION WANTED 











The Opportunity of a 
Lifetime 


For the first time in 10 years we 
have an opening for a representa- 
tive in New York and also in Brook- 
lyn. This is an unusual chance for 
a real live-wire experienced hustler 
with an established following to 
connect with New York’s largest 
In-stock Women’s Novelty house. 


Crescent Shoe Company 
131-135 Duane Street 
New York, N. Y. 











on straight com- 


S ALESMEN wanted to carry, on 
Many good 


mission basis a good sideline. 
territories open. Interested only in salesmen 
who can turn in some good business. Refer- 
ences required. Address D-376, care Boot and 
ye, Recosder, 239 West 39th Street, New 
or 





ALESMEN WANTED by a nationally known 

St. Louis manufacturer and distributor of 
Ladies’ In-Stock Novelty shoes. Several very 
attractive territories will be open beginning with 
the Fall Season to salesmen who are interested 
in a permanent connection and want to make 
money. When applying, state age and road 
selling experience. Address D-384, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





Live of fom selling women’s shoes for New 

Jersey. Have own car. Straight commis- 
sion basis or otherwise. Reliable concerns only. 
Have good following. A. Maier, 104 Treacy 
Ave., Newark, ; 


WANTED—A line of women’s shoes for the 
state of Iowa. Have covered the state of 
Iowa for many years and have a following 
among the representative shoe retailers in the 
state. Can furnish best of references. Address 
Sractes A . Clark, 902 40th St., Des Moines, 
Iowa. 








ANTED: Line of men’s, women’s shoes or 

general line for the states. of Minnesota, 
North Dakota, South Dakota and Nebraska. 
Have covered the territory for a great many 
years and have following and can furnish best 
references. osenbough, Greenfield, 
owa. 


SAL LESMAN open for line of men’s, women’s 
or children’s popular- Pas shoes for West- 
ern Pennsylvania. Would also be interested in 
managing shoe store. Fifteen years’ experience. 
Best of references. Address: Nathan Blumberg. 
5615 Harvard St., Pittsburgh, Penn. 








AVE good trade in Iowa, Missouri, Minne- 

sota, Dakotas and Kansas. Acquainted with 
better trade. Looking for line adapted for 
that particular territory. Address D-391, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, ¥. 


HAVE traveled in Central West making Iowa 
headquarters for some years passed. Have 
good established trade and am anxious to tie 
up with some house who needs a valuable sales- 
man for that territory. Address 1-392, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








WANTED—experienced live wire sal to 
carry as side line 20 samples children’s 
stitchdowns to retail $1.00. Carried _in_ stock 
in Chicago. Territory open Wisconsin, Michigan, 
Minnesota, Iowa, Indiana, Illinois, Nebraska. 
Address D-386, care Boot and Shoe Recorder, 
367 West Adams St., Chicago, Illinois. 


ALESMAN WANTED—Regular and _ side 

line to carry smart line novelty shoe orna- 
ments. All territories open. References re- 
quired. Address D-390, care Boot and Shoe 
ar mea 239 West 39th Street, New York, 











BUSINESS OPPORTUNITY 


EVERY shoe store should have a trained Chirop- 
odist. Complete course by correspondence. 
Adjustments, pads, supports, surgery taught. 
EVANS FOOT INST., Montgomery, Ala. 








FOR RENT 


room 100% Location— 

Reasonable Rent. Penna. Industrial City of 
14,000. Wonderful opportunity for popular 
priced shoe store. Equipped with shoe fixtures 
and + aaa which can he purchased very 
Address D-389, care Boot and 
239 West 39th Street, New 





OR RENT —Store 


reasonable. 
Shoe Recorder, 
York, z=. 








FACTORY SPACE 


IPLEY, OHIO—3 

Formerly shoe factory. 
shoe- workers available. Rent 
sible manufacturer. For information, 
A. R. Games, Mayor—Ripley, Ohio. 





story brick building. 

16,000 sq. ft. Skilled 
free to respon- 
Write 


ETAIL Shoe Man who has held respon 

sible executive positions is open ie 2 Con 
nection either as buyer or assistant with ; 
reputable concern. Have had considerable exper 
ence, both department and retail shoe stvre jp 
the East. The right connection is of more im 
portance than immediate salary. Char'es ( 
a 253 South Lexington Ave., White !’lains 





HOE SALESMAN, 17_ YEARS’ SELLING 
DekEe Comte IN GREATER NEW YORK 
ESIRES ote th” WITH RELIABLE 

MANUFA ACTURER ANY CAPACITY 
Oy att Se CARE BOOT AND SHOE 
RECOR 239 WEST 39TH STKEET 
NEW YORK, m. YX. 


LIVE WIRE shoe man—7 years’ expericnce— 
window-trimming—merchandising and man- 
aging, wishes connection with reliable firm. Al 
references. Go anywhere—reasonable salary 
Please consider. Address D-387, care Boot 
and Shoe Recorder, 239 West ‘39th Street, 
New York, 








SHOE buyer, 8 years’ experience, buyiny and 
merchandising men’s women’s and children’s 
shoes in retail trade desires to make a change 
Employed at present, but desires opportunity 
with px mash store or chain store organiza 
tion, ere chance for advancement is open 
to man who has ability to produce. Age 3 
College education. Excellent references. Ad 
dress D-385, care Boot and Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


WANTED TO PURCHASE 
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POSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 


— BUY FOR CASH — 


entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases Tr tions confidential 











Buyers of Surplus Stocks 
We w'll buy curplue or ecntire stocks of shew 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4296 and 4200 














Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
&F Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


7 cents per word. Minimum charge 


In all other cases each 
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HOTELS 





MERCHANTS’ NEEDS 





ON THE OCEAN AT 
MANOME POINT ce) 
y, 








Surprisingly Inexpensive 





SMOOTH SANDY BEACH 

SURF BATHING ... 

WARM SEA WATER SWIMMING 
POOL ... GOLF ... TENNIS 








ONE OF NEW ENGLAND'S om 


FINER RESORTS 


<a 








Also Under Charles A. Dooley Q) > 
Management 
MAYFLOWER HOTEL 
HYANNIS, P 
MASS. —_— —- 


Bathing at Craigville Beach 




















Cock the jor Tele) 


2 WONDERFUL DAYS 
a& NEW YORK pe 






Any Two Days Sundays 
and Holidays Included 
@Taxi Fare from Bus Terminal or R. R. 
Station to Hotel. 
@ Beautiful Room with Bath and Shower. 
@Three Deliciously Prepared Meals in 
the Broztell Dining Room. 
@ Orchestra Seat to a Current Broadway 
Show Hit. 
@Special Dinner in the Famous Green- 
wich Village Barn, Featuring Leading 
Broadway Stars in a Splendid Floor 


how. 


HOTEL BROZTELL 
A7tH StREET aT StH Avenut-NEW YORK 


Harry’s Boot Shop Reopens 


Detroit — Harry Plaskove has re- 
‘opened the Casino Shoe Shop, formerly 
the Harry’s Boot Shop before bank- 
ruptcy proceedings, at 4874 East Davi- 
son Avenue. 














New Shoe Firm 


LYNN, Mass.—Dial Shoe Co., Inc., 
with Max Leifer, president, and Harry 
Litvack, treasurer, is starting to make 
women’s novelty McKays in the factory 
at 50 Marshall’s Wharf. 


Canadian Shoe Business Good 


ToroNTto—Presidents of three of the 
largest shoe concerns in Canada report 
a very decided upturn in business. 

W. H. Brimblecomb, president of the 
Blachford Shoe Mfg. Co., Ltd., says 
that since April his firm had found a 
“very decided improvement in business 
conditions.” Retail business in Toronto 
had been very much better in the last 
two months and the result has been 
that manufacturers had benefited by 
substantially larger orders. 

S. E. Dack, president and general 
manager of Dack Stores, Ltd., promi- 
nent Toronto downtown boot and shoe 
company, retailers and makers of shoes, 
reported that increasing numbers of 
people were not merely coming in and 
buying one pair of shoes but several 
pairs. He said they really were begin- 
ning to buy, not merely replenishing. 

John J. McHale, president of Scott 
and McHale, Ltd., shoe manufacturers 
of London, Ont., reports “we are back 
on full time again.” 





Celebrates 30th Anniversary 


Ripon, Wis.—A. E. Steinbring has 
just celebrated his thirtieth anniver- 
sary as a retail shoe merchant. His 
first shoe store was started in 1903, 
following 10 years’ service as salesman 
in the Deming Shoe Sture. The pres- 
ent store is a spa.ious afiair, well 
equipped to care foi the needs of the 
community. Steinbn-e’s policy of ex- 
ceptional good service anu .,.ality mer- 
chandise has built this business up to 
its present high level. 


@ 


SHOE CARTON LABEL 
SPECIALISTS 
os LT PRINTERS, DESIGNERS AND ENGRAVERS | 


|| lij, THE AMERICAN PRINTING 1°” LABEL CO 
NU 3'4-316 E.l2th St, CINCINNATI.OHIO 


| hte now fot Samples’ 











Price Tags 


add color to 
your trims 


For 
June 


Colors—Blue bar 
with orange sun- 
burst on silver 
board. 





For 
July 


Colors — red, 
white and blue. 








Any Assortment of Prices Desired 


SIZE: 158” x 2%” 


[CES rere a $0.85 
Zo oe 1.50 
GION whi ac cecevidtewoesate 2.75 


Added Feature for Price Ticket 
Customers 


For $1.25 additional: 6 display cards 
emphasizing your service, quality or fit- 
ting will be sent. 


CHECK WITH ORDER, PLEASE, UN- 
LESS C.0.D. SHIPMENT IS PREFERRED 


Samples and Details Sent on 
Request 


Merchants’ Service Dept. 


BOOT AND SHOE 
RECORDER 


367 West Adams St. 
CHICAGO, ILL. 
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Next Week’s Issue 


The call to market! Our pre-market 
number of June 24 is a call to mer- 
chants everywhere to swing around the 
shoe markets of this country and to find 
at first hand the right goods, at the 
right price, in the right materials for 
the right service. 


We stage a “Parade of Progress” in- 
dicating the need of a complete market 
understanding of sources of supply. 
This issue prefaces the big Boston mar- 
ket issue of July 1 and rightfully so 
—for it gives every other market in 
the country an opportunity to present 
its case. We are no longer a section- 
alized shoe industry. Factories dot the 
country and they welcome every mer- 
chant to come and see good shoemak- 
ing, honest materials and we advocate 
the “open door” policy today for there 
never was a time when the brother- 
hood of shoe men was a more important 
national issue. Every merchant, every- 
where, is interested in the making of 
shoes and the right standards of living 
of the shoe worker. 


Thank God for the sincere merchant 
who recently made a visit to a factory 
operating under a sub-standard wage 
scale—who, at the completion of his 
trip, refused to accept the order un- 
less a fair wage scale in proportion to 
the price asked, was given to the work- 
ers in the plant. Exploitation of labor 
will no longer be an edge and ad- 
vantage given to the factory benefiting 
by human misery. The merchant is 
beginning to realize that his order 
plays an important part in making re- 
covery and that his responsibility is 
not only to the customer and wearer 
but to the long line of industry in ser- 
vice to shoes. We hope to see factories 
everywhere proud to invite the mer- 
chant to see the shoes in the making 
and to see the enthusiasm of shoe work- 
ers for the goods they make. We ad- 
vocate market trips this season for the 
benefit of the merchant as well as the 
market and may the best man win. 


ARTHUR D. ANDERSON, Editor. 
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BOOTS AND SHOES OBITUARY 
Amesbury Shoe Co., Amesbury, Mass....... 8 
Bass, G, H., & Co., Wilton, Me............ 42 
Brown Shoe Co., St. Louis, Mo..........+: 29 | Har ry Levy 
Chase, W. 8., Sons, Haverhill, Mass........ 46 SCRANTON, Pa.—Harry Levy, aguff 


Child Life Shoe Mfg. Co., Milwaukee, Wis. 44 
Cpe. epee & Sons, Inc., E. Weymouth, 
Dehner Company, Omaha, 
Dedge, Bliss & Perry Co., Ine., Newbury- 


MEER. 6. v'ou5 30 G asecinseececnuie er eeols 3 
Dyer & Hall, Inc., Auburn, Me............ 23 
Ebberts, John, Shoe Co., Buffalo, N. Y.... 48 
Green, Daniel, Co., Dolgeville, N. Y...2nd Cover 
Kreider, A. S., Co., Annville, Pa.......... 45 
Mrs. Day’s Ideal Baby Shoe Co., Danvers, 

MNS vcb00s sev eat ey Petts aseeNseneheus ee 44 
Nettleton, A. E., Syracuse, N. Y.......... 42 
Old Colony Shoe Co., Brockton, Mass...... 42 
Queen Quality Shoe Co., St. Louis, Mo.... 10 
Richards & Brennan Co., Randolph, Mass.. 42 


Roberts, Johnson & Rand, St. Louis, Mo.. 5 


Shaft-Pierce Shoe Co., Maribault, Minn.... 48 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 48 
Swan Shoe Co., Baltimore, Md.......eee0+ 44 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass.............- 1 
Colonial Tanning Co., Boston, Mass....... 4 
Hamel Leather Co., Haverhill, Mass. Back Cover 
Kistler Leather Co., Boston, Mass.......... 25 
Surpass Leather Co., Philadelphia, Pa..... 33 
Neuman, R. & Co., Hoboken, N. J......... 39 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
Cavalier Corp., Baltimore, Md........... 37-46 
Janvier, Walter, Inc., New York City..... 


Spalding Fibre Co., No. Rochester, N. H., 
3rd Cover 


Corp., Boston, 
shoes seesouwteweeebbed sewer ee ee 2-27-40 


United Shoe Machinery 
Mass. 


SHOE ACCESSORIES 


Scholl Mfg. Co., Chicago, Ill.............. 
Simplex Shoe Tree Corp., Chicago, Ill...... 


MISCELLANEOUS 
ae Printing & Label Co., Cincinnati, 81 


ee eee eee ee eee eee eee ee eee ee ee ee ee ey 


goed Shoe and Leather Fair, Boston, 
MOO fos cuvsnded svededs s karesee Front Cover 
Hotel Brestell, ew Tetk CRY. .vicecccse 51 
Kirsch-Blacher Co., Inc., New York City.. 50 
Illinois College of Chiropody, Chicago, Ill.. 43 
Mayflower Hotel, Hyannis, Mass........... 51 
Poster & Deutsch, New York City.......... 50 





,bus recently after a brief illness. 








69, North Scranton shoe store propria 
tor for nearly 40 years, died sudden) 
May 27 in his home. 
tives surviving are: 
and six sons. 


Mark |. LaVan 


STEUBENVILLE, OHI0O—Mark I. Li. 
Van, who was identified with the r. 
tail shoe business in Youngstown fo 


his wife, Sarab, 





Shoe Store, died at his late residence 
recently, following a sudden heart at. 
tack. He was born in Cumberland, 
Md., and came to Youngstown 17 years 
ago. 
and one brother. 





Lynn Merchant Dies 


suffered heart trouble. He was bom 
the retail shoe trade in Lynn for 3 
years. 


eties. 
his sister. 


H. D. Schlee 


RocHESTER, N. Y.—Henry Dennison 
Schlee, 58, for many years a retail 
shoe dealer in Lyons until he disposed 
of his business and retired a year ago, 
died at his home May 29. 


ter, a brother, a sister and his father. 
Funeral services were held at his home 
Wednesday afternoon, May 31. 





George Smith 

CoLumBus, OHn10—George Sm ith, 
aged 87, father of G. Edwin Smith, 
president of the G. Edwin Smith Shoe 
Co. and himself a co-founder of the 
company, died at his home in ge 
e 
was a native of Hinckley, Eng!and, 
and came to the United States at an 
early age. In addition to his son, he 
is survived by a daughter-in-law and 
four grandchildren. 
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12 years as proprietor of the Glokp 


LYNN, Mass.—William F. Gallagher, 
proprietor of Baker’s Shoe Co., died at 
his home, suddenly, last Sunday. He 


in Portland, Me., and he had been in 
He was a member of the 


Knights of Columbus and other soci- 
He is survived by his wife and 


He is survived by his wife, a daugh- 


| ATOR ees 


He leaves his wife, four sistes— 
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£4 uUucCcaheer (blue) 


= Viember 


' L312 . 


For the last few years, there has been 

















business on Navy-Blue shoes during 
August and September, because women 
want a second pair to wear with the blue 
clothes they bought during the spring. 
This spring, blue clothes have been bet- 
ter than ever, and there is even some 
talk of blue for fall costumes. Be pre- 


pared for early business. 


* 


This buckle Oxford, in Buccaneer, 
No. 1312, has square perfora- 
tions, underlaid with grey silk 
kid, and silver buckle. It is an 
excellent shoe for between-seasons 
wear. 























MABEL WINKLE, INC., STUDIO 


Mow Crs e wir, L/vision 
) 
Aled WEid Con 
1e 1 ompany 


100 old Areel, (New York Cty 


Vol. 103 No. very he Boot & Shoe Recorder Publishing Company, 239 W. 39th St., New York, N. Y. Entered as second class matter, Sept. 10, 1925, 
sh ~—i fue ofice pe York, N. Y., under the act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 



































aS Over 75% of all th ' 


summer vacations ag. 





taken after July 4p 


One of the unwritiah 
laws governing fenif. 
ninity dictates a sparky 
ling newness to th 
summer vacation warlh 


robe. 











It is the same with th® 
daughter of 18 yean 
as with her midde® 
aged mother.  Boll® 
must have crisp nev§ 
dresses and brand new 
white Kid shoes. 
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G. LEVOR & CO 


| Jenners of THE WHITEST WHITE 



















poset of the WHITE KID season 


The real demand for white kid shoes comes after most shoe stores have 
lowered their prices. Volume buying of white kid footwear occurs in 
July and August—usually the week before vacation starts. 


Here’s the psychology: 


A girl bought white kid shoes early in May; wore them continuously up 
to her vacation time. They are still serviceable, BUT . . . she has brand 
new dresses, stockings and a hat for the trip and those white kid shoes 
look more worn out to her eye than they actually are. To her, the 
white footwear of May purchase is the weak spot in her array for ro- 
mantic conquest. 


She just cannot and will not go away until she gets a fresh, new pair 
of white kid shoes which are so indispensable! But too few shoe stores 
seem interested about that second sale. They try to squeeze the allowance 
for summer shoes dry by July Ist ... and it cannot be done. Girls 
buy just when they need something; not weeks before. 


Your sources of supply have shoes of white kid in-stock. Don’t be afraid 
to reorder and resize. Turn-overs and profits are certain with “The 


Whitest Whites”—washable and dependable. 





ag INC. 





GLOVERSVILLE, NEW YORK 
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No. 
“That all grades and sizes shall be . 
consistent, accurate and of definite , 20/8 Bel 
value to the manufacturer” . . . } 4 Mediu 
Surpass maintains a large, carefully 
organized unit to check and sort every 
skin which goes through its produc- : 
tion departments. This unit takes ad- : ®) 
vantage of every machine proven to 
increase accuracy, and uses _ highly 
trained and experienced hand labor 
for those processes for which no machine can equal the delicacy of appreciatio 
and judgment of a human eye and hand. 
Today, we find our lot of skins has been trundled from the Glazing room into th 
Measuring Department. Here, each skin will be measured by a machine like th 
one shown at the left. This machine will record its actual square footage with, 
degree of accuracy long thought unattainable . . . deducting in every case th 
proper allowance for each little scallop along the edge, or even, in the case of, 
torn or low grade skin, for each hole or tear. An automatic “feeding” roll even removes the possibility of human error in feeding 
the skin through the measuring segments too quickly or too slowly. As the size of the skin registers on the dial, this size is 
called off by one operator, and marked in chalk on the back of the skin by the girl who is removing and piling up the skins 
to be delivered to the Grading Department. 
In the latter department the skins are first put through “hefting” machines (the girl in the circle using one), where they ar 
graded into five preliminary weights, checked and “regraded” by hand into five sizes and five weights . .. and then trundled over 
to the “sorters” who work under carefully adjusted, ideal light- 
ing conditions. These sorters take the skins and carefully grade 
them as to texture, silkiness of the grain, freedom from imperfec- 
tions, etc., and assemble them into twelve different grades. In 
order to assure high accuracy and consistency in this grading, 
all of the skins are inspected by “passers,” who more accurately 
re-assign a few skins in the different grades. 
In all, there is now a total of 240 precisely graded assortments 
in each type of skin, a total of 960 different assortments in 
black alone from which the manufacturer can buy with such a 
degree of nicety that he can exactly suit the most particular 
requirements. These assortments are wrapped in paper bundles, 
two dozen skins to a bundle, and a tabulation of the size of the 
skins is inserted into each bundle as a permanent record. 
In our next, and last sketch of this series, which will appear on 
July 8th, we will see these bundles carefully laid in the fin- 
ished goods warehouse preparatory to being shipped to shoe 
manufacturers all over the world. 
f gth & Westmoreland Sts. , f f 
Black and colored glazed kid for outside ; PHILADELPHIA =e 
stock and linings (also genuine Kangaroo) i New York Boston Chicago ei ‘ — 
can be obtained from Surpass in any > Caclenasl Milwaukee — 








grade and of standard unvarying quality. St. Louis London (England) 





INO. 1 of a series of pen and camera sketches in a modern tannery, 
4 tracing the successive operations in the conversion of raw 
goatskin into Glazed Kid 
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GENUINE HAND-MADE 


TURNS 
NOW 


SoD Cad to $s8 I5 
IN-STOCK 


No. 1533—White Kid 
“Presto” 
$3.15 


Medium Rounded Toe Last 


No. 1102-—White Kid 
egent” 
16/8 Heel—AAAA to %. 


Medium Pointed Toe Last 
No. 7150—Black Kid 
“Regent” 
16/8 Heel A 
Medium Pointed Toe Last 


No. 

“Sandria”’ 

16/8 Cuban Louis Heel. .$3.00 
Medium Pointed Toe Last 


3%] 4 ]41,] 5 | 5t2] 6 |6,| 7 | 7] 8 | 8] 9 


No. 1108—White Kid 
“Edna” 
20/8 Heel— AAAA to C 
; $2.7 
Pointed Toe Last 
No. 0893—White Topo Cloth 
“Ed a” 


n 
1914/8 Belle Louis Heel. .$2.75 


Pointed Toe Last 
This chart indicates the sizes and widths 
Additional Charge of 25 


available on in-stock numbers. 


DODGE 
ci BLISS & PERRY 

















@ COMPANY, INC. @ 





“ONE GOOD TURN NEWBURYPORT, MASS. 


SELLS ANOTHER” 


18/8 Cuban Heel 


0951—White Topo Cloth 


/8 Cuban Louis Heel. . 
Medium Pointed Tce Last 


Se A A 


WHITE 


No. 1375—White Kid 
“Nanna 
16/8 Cuban Heel 


Medium Rotinded Toe Last 


® 


No. 4225—White Pig 
“Puncho™ 


Last 


Medium Rounded To« 


. $3.00 


L OTS of 


hot weather ahead. 
Lots of white shoes 
yet to be demanded. 

Cover your needs to- 
day from our stock— 
while we can still offer 
such fine quality at 


these low prices. 


Terms 5% 
10 days 


























“THE CORRECT DODGE 
FOR ALL OCCASIONS” 
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HOLMES-TERHUNE COMPANY 
SHOE MANUFACTURERS 
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As a tribute to the scores of manufacturers who count 
Evans Leathers an asset in their business, — we take 
great pleasure and pride in displaying from time to time 
a group of their trade marks and signatures 
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_JOHN REVANS & CO_ 


ee iB} PHILADELPHIA 


CINCINNATI ¢ ST. LOUIS BOSTON > MILWAUKEE 
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F anyone is caught mistreating or abus- 


ing a child he is subject to criminal 


prosecution. A powerful organization, the 
Society for the Prevention of Cruelty to 
Children, is always on the job to protect 
young America. It is my impression that 
an Agent of the Society handles the prosecu- 
tion of all cases brought before the court. 


If anyone mistreats an animal, the Soci- 
ety for the Prevention of Cruelty to Ani- 
mals is Johnny-on-the-spot to prosecute the 
offender. 


If it were not for Profits we couldn’t af- 
ford much in the way of Children or Ani- 
mals; but who has undertaken to protect 
profits during the past few hectic years? 


Profit has been stepped on, slapped, slug- 
ged, slaughtered and slit wide apart, but 
no one has come forth as champion for that 
comparatively small segment of a normally 
active dollar. 


%* Society for the Pre- 
vention of Cruelty to 
Profits. 
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So-o, I respectfully suggest that another 
protective association be formed to be 
known as the Society for the Prevention of 
Cruelty to Profits. 


Profits are essential to children, life, 
property, Airedales and general well-being. 
Profits are a natural concomitant to eco- 
nomic safety. 


Our active and aggressive Administra- 
tion is taking a constructive view of profits 
—or rather the serious lack of profits. 


No doubt Washington will, through the 
recently enacted National Industrial Re- 
covery Act, do a real job in helping Profits 
back to a place under the sun. 


But I nevertheless place before our read- 
ers the suggestion for forming a Society for 
the Prevention of Cruelty to Profits. 


A Profit should never be without honor 
—and protection—in a civilized economic 
state. 





Ft. Feskeine 


President, Boot AND SHOE RECORDER PUBLISHING Co. 








